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THIRD TRY FOR 
RIVERSIDE'S 
ORANGE TREE PLAZA 
VOLUME 1, NUMBER 6 
Palm Springs 
Racetrack 
Proposed 
Jim Guthrie owns a development and con-
struction company in Riverside. His real 
passion, however, is to build a car racetrack 
out on 400 acres of county land he owns 
adjacent to Palm Springs. He would like 
eventually to run CART, NASCAR, NHR 
and IMP SA (exotic sportscar competitions on 
the track). He would also like to hold motor-
cycle races at the site. 
We asked Mr. Guthrie what support vs. 
opposition he was encountering. 
"Well," he said, "the supporters are far 
better organized than the opponents. I've 
heard rumors about grumblings that the fletch-
toad lizard might be endangered, and that since 
the track would be upwind from much of the 
valley, thereby causing noise and air pollution. 
There have also been fears expressed that the 
track would contaminate the water under-
ground.'' 
We then asked Gus Colachis precisely 
where the track would be located. 
"It's on the south side of the 10 Freeway," 
he said. "between Indian and Gene Autrey 
Trail. It's really sandwiched between the rail-
road tracks and the freeway in Palm Springs. 
"You know," continued Guthrie, "we're 
only talking about a total capacity facility of 
50,000 people, 35,000 in the permanent grand-
stand and 15,000 in the infield. That's hardly 
an Indy 500 spectacle. 
"What's really exciting to us, right now, is 
that much earlier this year, we petitioned the 
Board of Supervisors to get some kind of green 
light. At that point, we got some very good 
advice, which we have since followed. It was 
suggested to us that, since our most concen-
trated and organized support is in Palm Springs 
proper, that we should get Palm Springs to 
annex us and then file another petition regarding 
the raceway. We now have a plan for annexa-
tion on file." 
So, we asked, you feel that if you are part of 
the city of Palm Springs and have the Palm 
Springs city council behind you, Mr. Guthrie, 
you stand a much better chance at achieving 
your goal? 
"That's exactly right," emphasized Guthrie, 
''and the arguments against us are not very 
damaging. The prevailing weather, most of the 
time, from September to March (which would 
be both our racing season and peak tourist 
season) is such that, while the winds occasion-
ally blow that direction, it is really quite rare." 
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Fontana Works Kaiser Steel Corporation's Steel Mill near Fontana, California 
EPA Gives Kaiser and 
Lusk Green Light To 
Decontaminate 
Kaiser Steel Resources, Inc., of Rancho Cucamonga, recently announced that the Federal 
Environmental Protection Agency has taken it off the National Priorities List, more popularly 
known as the "Superfund List" This opens the way for Kaiser and the Lusk Company to proceed 
with previously announced plans to develop the 867-acre site, on which the old Kaiser Steel Mill 
stood, into an industrial park. 
The National Priorities List, or "Superfund List," includes all 'those companies which the 
EPA has deemed unable, financially, to clean up environmental hazards at a site on their own, 
and must, therefore, await federal funding to accomplish the task. The EPA, in other words, has 
now decided that the combined resources of Kaiser and Lusk are enough to decontaminate the 
site sufficiently without federal funding. 
Richard E. Stoddard, Kaiser chairman and chief executive officer, said, "We are extremely 
pleased that the EPA will no longer consider the site on the 'Superfund List' We are confident 
that, together with the Lusk Company, we can resolve any environmental problems at the site 
more quickly, efficiently and inexpensively without EPA assistance, and we will continue to 
work on the site under our prior consent decree with the California Department of Health 
Services." 
Stoddard added that the company has completed preliminary assessment of the site and has 
identified the areas requiring further investigation. The first phase of remedial investigation of 
those areas will begin in October. 
Kaiser Steel Resources, the reorganized successor to Kaiser Steel Corporation, emerged from 
bankruptcy inN ovember 198 8. In addition to development of the F on tan a site, Kaiser has leased 
the site of its inactive Eagle Mountain iron ore mine and its private railroad in Riverside County 
to Mine Reclamation Corporation, which plans to develop a facility for the management and 
disposal of, non-h~ardous municipal solid waste at the site using rail transportation. 
75 CENTS 
Riverside and 
San Bernardino 
General Hospitals 
Optitnistic About 
Meeting State 
and Federal 
Standards 
State inspectors recently ran a week-long 14 
person investigation at each of the Inland 
Empire's two public hospitals. A number of 
both public and private hospitals were selected 
throughout the state in the random audit 
Earlier this year, the California State Depart-
ment of Health Services was ordered by the 
Federal Regional Health Care Financing 
Administration to survey eleven public and 
private hospitals to determine if they measured 
up to standards for continuing to receive 
federal Medicare and state Medi-Cal funds. 
The gravest issue on the part of the state and 
federal regulators was that the hospitals had 
fOOre than exceeded expected mortality rates 
ih 1987. The hospitals, including Riverside 
General and San Bernardino General, were 
served notice earlier this month, that if defi-
ciencies were not corrected, the two hospitals 
will be terminated from the Medicare and 
Medi-Cal programs. One of the hospitals 
surveyed, Martin Luther King, J r./Drew 
Medical Center was found to have so many 
severe deficiencies, that federal and state 
inspectors issued an immediate termination 
notice. Only Riverside General and Santa 
Clara Hospital survived the audit and were 
found at least marginally within requirements. 
Problems varied from food deficiencies, 
poor maintenance, inadequate quality-control 
requirements, and a severe shortage of skilled 
nursing personnel. 
When contacted by the Inland Empire 
Business Journal, Riverside General Hospital 
Administrator, Ken Cohen, stated that, "We 
have recently received a letter of compliance 
from the Health Care Financing Administra-
tion. This means that we are no longer in 
jeopardy of losing our qualification to be reim-
bursed for Medicare and Medi-Cal patients. 
"We have resolved 90% of the issues 
responding to the State Department of Health," 
Cohen continued. "The remaining issues 
involve structural changes to buildings which 
will take a bit more time to correct. We're 
talking about placement of sprinkler systems in 
Continued on page 3 
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Chino Valley Bank, with a capital position 
allowing for loans in excess of $7,500,000, is 
THE INDEPENDENT BANK 
FOR BUSINESS 
Specializing in ... 
• Commercial Lending 
• Construction Financing 
• Accounts Receivable Financing 
• Money Market Multiplier Account 
Earn $100,000 TCD rate on personal and business money 
market accounts with average balance of $25,000 
CHINO MAIN· (714) 627-7316 
EAST CHINO • (714) 591-7591 
CORONA • (714) 734-6120 
POMONA • (714) 629-4151 
COLTON · (714) 825-9800 
ARCADIA · (818) 445-7350 
SOUTH ARCADIA • (818) 446-3118 
MEMBER FDIC 
ONTARIO AIRPORT • (714) 980-1080 
ONTARIO· (714) 983-1390 
UPLAND· (714) 946-6921 
SAN BERNARDINO • (714) 381-5561 
COVINA · (818) 915-8931 
SAN GABRIEL · (818) 286-3166 
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. INSIDE 
RACETRACK PROPOSED 
Riverside Businessman Seeks Support 
for Coachella Valley 
Sports Facility Page 1 
J1m Guthrie owns a development company in Riverside 
but his real passion Is to build a car racetrack near Pal~ 
Springs 
TOXIC CLEANUP 
EPA Gives Kaiser Green Ught Page 1 
The Environmental Protection Agency has given Kaiser 
and Lusk the go-ahead to c lean up the soil at the old 
Kaiser Steel p lant site and proceed with development. 
BATTLE IN BEAUMONT 
Beaumont City Council Fires Its 
Planning Commission Page 3 
The Beaumont City Council, desp1te charges of high-
handed tactics and threats of law sui ts for procedural 
Irregularities, has fired its Planning Commission and, at 
least for now, has assumed their duties. 
CARD CASINO DEFEAT 
Cathedral City Rejects Mayor's 
Proposal Page 3 
Mayor George Hardie loses in h1s bid to legalize card 
casinos. 
EDUCATION 
Crafton Hills College Page 5 
Crafton Hills College is preparing to meet future 
enrollment challenges. 
FINDING THE NICHE 
Construction Industry Page 8 
Bill Tucker, founder of Seashore Construction, tells how 
his company specializes on putting the final touches on 
large and small proJects. 
FREE-TRADE ZONE 
Update on Ontario' s 
Free-Trade Zone Page 1 0 
Ontario's California Commerce Center Free-Trade Zone 
is attracting more business, according to Patti d Loya, 
Commerce Center Administrator 
GLOBAL MARKETING 
Business Tips Page 11 
Rick Lamprecht, in an interview with Erik C. Meyer, 
founder and president of lnterconsult, a Salt Lake Ci ty 
based international business development firm with 
Southern California offices, takes some of the fear and 
mystique out of breaking into the g lobal network. 
KEY MAN INSURANCE 
Cross-Purchase versus 
Entity Buy-Sell Page 14 
Keith Brock discusses insurance options available m 
case of the death of a business partner 
COLTON SENIOR HOUSING 
Ci ty recently completes International 
design competition Page 15 
The Redevelopment Agency of the City of Colton. has 
used a blue-ribbon committee of judges to select Valerio 
Associates of Chicago to design a new senior housmg 
project 
MORENO VALLEY MALL 
Majo r Department Stores Sign 
Letters of Agreement Page 16 
Three large department store chains have signed letters 
of agreement to become anchor tenants for new Moreno 
Valley Mall 
ONTARIO CHAMBER 
ONT to Host Chamber Expo Page 17 
The Ontario Chamber of Commerce is organizing a 
massive business exposition for early November 
GUEST COMMENTARY 
Section 89 Page 18 
Barbara Lee Crouch, Inland Empire Manager, for the 
Merchants and Manufacturers Association, gives an 
update on where companies currently stand with the IRS 
on their benefit p lans. 
CLOSEUP 
Inland Empire Closeup Page 19 
Senator Reuben Ayala of San Bernardmo County reflects 
on his long career in public life. 
GUEST COMMENTARY 
Capital Gains Page 19 
Harvey A Goldstein, CPA, discusses h1s views on capital 
gains policies. 
RIVERSIDE REDEVELOPMENT 
Redevelopment Agency tries a third 
time to renovate 
Orange Tree Plaza Page 20 
After two abort ive attempts to renovate downtown 
Riverside, the city's redevelopment agency has teamed 
with Hopkins Development and Wilmore Development for 
a third try 
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Saving Money 
William D Bolton. Chai rman and CEO of 
Company, explains how busmess can find 
coverage at an affordable cost 
INTERNATIONAL TRADE 
A New Global Focus for 
Page 22 
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adequate 
the Inland Empire Page 23 
Robert Rivinius, president of the Greater Los Angeles 
World Trade Center Association, discusses new 
opportunities for Inland Empire businesses. 
MERGERS AND ACQUISITIONS 
Leverage In the Middle Maft(et Page 29 
Stephen G. Holmes of Arthur Andersen & Company, 
discusses mergers and acquisi tions m the m1ddle-market 
range. 
SMALL BUSINESS 
Promoting Your Small Business 
on a Small Budget Page 30 
Susan Vander Poe I of Fran Fowler & Associa tes draws on 
the work of Barbara Lambesis for suggestions on how to 
market your small business on a limited budget 
FOCUS 
Redlands Page 31 
The Ci ty of Redlands is on the move, and busmesses are 
moving in. 
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General Hospitals Beaumont Ft·res Plannt·ng Optimistic ... 
continued from page 1 Commission 
certain areas and additional dampers in the 
heating system. We have a consulting engineer 
on board already working on those problems. 
" The bottom line," emphasized Cohen," is 
that, at this point, we are licensed and fully 
open for business. 
" I might point out one other thing," Cohen 
continued, "and that is that there has been a lot 
of confusion about mortality rates as published 
by the HCFA. A new, more realistic, report 
will be published in December which will show 
Riverside General well within compliance 
standards, especially where infant mortality is 
concerned." 
Cohen went on to refer to a bond issue 
Riverside County closed on October 5th for 
over $200 million to build a replacement 
hospital for Riverside General. 
"The California Association of Public Hos-
pitals just gave us the annual award for 
achievement in innovation for that project," 
Cohen said proudly. 
"Also, a group of citizens and civic leaders 
have banded together to form the Riverside 
General Hospital Foundation to solicit con-
tributions and raise funds for improvement 
"We think this shows," concluded Cohen, 
"the community support for the hospital and 
for us to provide services that might not 
otherwise be available." 
Charles Jervis, Director of San Bernardino 
County Hospital, also told the Inland Empire 
Business Journal that, except for structural 
building problems, the critical problems had 
been corrected 
Jervis volunteered that he felt the inspection 
had been "thorough, but fair. Anytime you 
have fourteen people scrutinizing you up and 
down for a full week, they' re bound to fmd a lot 
wrong." 
Palm Springs 
To Host 
International 
Film Festival 
In the early 1970's, the words "International 
Film Festival" meant only Cannes. Today 
there are approximately 200 film festivals held 
each year just in the United States alone. Some 
are large events, and some are quite small. 
Next January lOth to the 14th, Palm Springs 
will host its first international film festival. 
Estimates are that the event will draw at least 
20,000 visitors to the area. 
Palm Springs Mayor Sonny Bono is the 
brainchild of the idea of the city hosting a major 
film festival. The organizing efforts are being 
guided by festival director Jeannette Paulson, 
who recently told the city council that her fund-
raisers had already obtained about half of the 
money toward the $1 million dollars needed to 
stage the event Los Angeles-based film makers 
are also strongly backing the effort 
Both Paulson and Palm Springs Film Festi-
val associate director Denis Pregnolato bring 
with them the experience of directing and 
organizing the nine-year-old Hawaii Inter-
national Film Festival, which draws in the 
neighborhood of 60,000 people each year. 
Pregnolato is a television and ftlm director in 
Los Angeles. 
Paulson praised local volunteers for their 
fundraising and organizing efforts thus far, and 
said that the non-profit fundraising organi-
zation will continue to rely heavily on volunteers. 
For over a month now the city of Beaumont 
has been embroiled in a struggle over the 
legality of procedures used to remove all five 
city planning commissioners as of October 
4th. At issue is, that while the October 4th 
meeting was an open Council session, the 
September 25th meeting, at which the Council 
voted to direct city staff members to prepare a 
resolution concerning the planning commis-
sion for the October 4th meeting, was con-
ducted in closed session. A few days after the 
September 25th meeting, the Riverside Press 
Enterprise served notice that they would sue 
the city of Beaumont on the basis of the closed 
session. 
City Manager, Robert Bounds, told the 
Inland Empire Business Journal that a 
number of problems had developed between 
the city council and the planning commission 
over a period of time. He characterized the 
problems generally as "philosophical dif-
ferences." He also expressed dissatisfaction 
with Press Enterprise coverage of Beaumont 
in general. 
"For over four years I've watched it 
happen," said Bounds. "Whenever there's any 
trouble here, the paper is right on top of it, but 
when, for example, we opened up a new police 
building this past April, we didn't even rate a 
picture." 
Bill Bauer, councilman and mayor pro tern, 
was quite specific about his dissatisfaction 
with the planning commission when he was 
interviewed by the Inland Empire Business 
Journal. 
"I believe," said Bauer, "that, for one thing, 
the commissioners have had their own private 
agendas that they seem to put above city 
business. Some have been members of the 
planning commission for a long time, yet they 
display ignorance of the planning process both 
in general and in particulars. 
" In addition," continued Bauer, "planning 
commission members have made statements, 
which could be construed as derogatory 
toward city staff, at public hearings in the 
presence of the citizen who happened to be 
Dawson 
Business Event 
A Huge Success 
Over 500 people packed the Ontario Red 
Lion Empire Ballroom on Monday, October 
2nd, to hear Roger Dawson's presentation of 
" The Secrets of Professional Negotiating." 
The day-long session, labelled "The Business 
Event of 1989," was jointly sponsored by the 
Inland Empire Business Journal and the 
Future Achievement Corporation. 
The audience included top executives, as 
well as middle management and sales and 
marketing experts from throughout the Inland 
Empire, some even driving from Orange 
County and Los Angeles. 
Dawson displayed with finesse what he has 
become world-famous for over the last several 
years, namely presenting the intricacies of 
power negotiating with a combination of 
down-to-earth common sense examples com-
bined with urbane British wit 
Dawson led his audience through a thirty-
page workbook which outlined the high-
lights, as well as the fine points of negotiating 
skills. The result was a day filled with intensive 
learning in an enjoyable atmosphere. 
Continued on page 13 
working on a project with a particular staff 
member. This hurts the credibility of staff 
members and is an embarassment to the city. 
The city council acts as the board of zoning 
system appeals. We have to review all plan-
ning decisions-annexations, for example. I've 
personally been to all planning commission 
meetings for the last six months. I've found it 
most distressing." 
On October 17th, the council met in open 
session to reconsider the issued involved. On 
advice of the city attorney, the council invoked 
the state's Brown Open Meetings Law and 
passed a resolution that would "cure" (the 
legal word) any question that the closed 
session might be illegal. 
City Manager Bounds explained that, in 
California, a city has thirty days to "cure" a 
session that has been challenged as illegally 
closed to the public. 
"This blocks the Press-Enterprise," said 
Bounds, "against ftling a suit against us, since 
we cured the issue within thirty days of the 
September 25th closed meeting." 
The substance of the planning commission 
decision, however, remained the same at the 
October 17th meeting. 
"At present," said Bounds, "we are oper-
ating without a planning commission. That 
makes us one of 26 cities in the state which do 
not have planning commissions, either because 
they've never had one (like Lorna Linda, after 
19 years of incorporation), or because the 
commissioners have been removed from office, 
as in our case. California law provides for 
cities to have 'Planning Agencies,' which may, 
in fact, consist of city council members them-
selves." 
Bounds acknowledged that there was some 
confusion still about the legality of removing 
the commissioners from office, but he indi-
cated that his own view was that the matter was 
settled. 
Reporters covering the Beaumont area for 
the Press-Enterprise could not be reached for 
comment 
Inland Empire 
Leads Nation 
In Growth 
The U.S. Census Bureau recently reported 
that Riverside and San Bernardino Counties 
comprise the fastest-growing large metropol-
itan area in the county. The growth rate 
through the 1980's has averaged 46.2%. The 
Census Bureau estimates the combined popu-
lation of the two counties at 2.3 million, about 
720,000 more people than were counted in the 
1980 census. 
The same Census Bureau report states that 
the fastest growth in the country is happening 
in metropolitan areas of less than 500,000. 
Naples, Florida, with a population of 138,000 
and a 61.1% growth rate, currently leads the 
nation. Close behind is Ocala, Florida, with a 
190,000 population and a 55% growth rate, 
and Ft Pierce, Florida, with a 53% rate of 
growth and a 232,000 population. 
California's percentage growth leaders in-
clude Stockton (31.2% ), Bakersfield (29% ), 
Modesta (28.3%), San Diego (27.3%) and 
Sacramento (25.9%). 
Nationally, the East and Midwest continue 
a trend of losing population. Pittsburgh has lost 
Continued on page 13 
Cathedral City 
Defeats Mayor's 
Card Club Plan 
On October 3, the voters of Cathedral City 
rejected two ballot measures which would 
have cleared the way for Mayor George G. 
Hardie's plan to establish card clubs in 
Cathedral City. Hardie, managing partner and 
general manager of the Bicycle Club in Bell 
Gardens, California (the world's largest card 
casino), had argued that if he could build a 
220-room deluxe hotel and resort complex, 
which included 7,500 square feet of country 
club style gaming area, he could generate 
$500,000 in new tax revenues annually, along 
with at least 600 new local well-paying jobs. 
Late last spring, Hardie's pro-casino organi-
zation, Cathedral City Citizens for Progress, 
brought in 4,500 signed petitions to put the 
proposal on the fall ballot. At least 15% of the 
registered voters had signed the petitions, the 
minimum required for formal voter coosideratioo. 
When election day came on October 3, 
however, both Hardie measures went down to 
resounding defeat by a 2-1 margin. Measure 
"L" would have simply authorized card clubs 
in Cathedral City. Voters defeated the measure 
by a vote of 3,234 to 1 ,673. Measure "M" 
would have set up the regulations of card 
casinos and would have provided for their 
taxation. That measure was also defeated, by a 
vote of 3,232 to 1,649. 
Mayor Hardie's proposal, despite the pro-
mised economic benefits to the community, 
had aroused considerable opposition over the 
summer from a coalition of church-related 
groups, long-time citizens of the area, as well 
as others. The chief fears expressed were that 
the card casinos would attract an undesirable 
element to the community (loan sharks, prosti-
tutes, petty thieves, etc.), and that if card 
casinos were legalized, it would open the door 
to Las Vegas style gambling throughout the 
Coachella Valley. 
Hardie had tried to counter these arguments 
by pointing to both the success and the 
business-like atmosphere of his Bicycle Club 
in Bell Gardens. He has also repeatedly 
pointed out that, unlike a Las Vegas Casino, 
the house has no stake in who wins or loses. 
Visitors simply pay a fee to play against the 
other players at a table. 
Hardie's interest in the gaming industry 
dates back a quarter-century and has included 
training and racing standardbred horses and 
harness racing. In 1973, he organized the 
unsuccessful attempt to get greyhound racing 
legalized in the state of California, and was 
responsible in 1976 for getting an initiative on 
the state ballot to legalize greyhound betting. 
By mid-summer, the two sides had squared 
off on the Cathedral City card casino issue, to 
such an extent that each was accusing the other 
of underhanded tactics. Opponents portrayed 
Hardie as a carpetbagger trying to transplant 
an unsavory business to the Coachella Valley. 
. Hardie supporters sometimes characterized 
their opponents as a coalition of fundamenta-
list churches and do-gooders. There was even 
a rumor that all major resorts hotels in the 
Coachella Valley were already wired for Las 
Vegas style gambling and were behind the 
Hardie proposal. (Upon investigation by the 
Inland Empire Business Journal, that rumor 
turned out to be completely false.) 
When reached for comment. Mayor Hardie 
said, "I misjudged the needs and the mood of 
the city. A lot of people have moved to 
Cathedral City in the last few years to retire. 
They're not as interested in development 
"I do know there will be an extension of 
gambling in the Coachella Valley in the next 
Continued on page 16 
Vacation Ownership for 
Today's Executives ••• 
Does It Make Good Sense? 
An Interview with Robert Radez, Executive 
Vice President and Chief Operating 
Officer, Glen Ivy Resorts 
Q: Right up front ... can you 
tell u.s why there seems to be so 
much resistance among upper 
income bu.siness people to the 
idea of timeshared vacationing? 
Radez: First, I'm not sure 
there is a lot of resistance 
from them. At Glen Ivy, for 
instance, the average income 
of our owners is well over 
$50,000 per year. If we do 
meet resistance it generally is 
coming from some precon-
ceived ideas about vacation 
ownership that are just inac-
curate. My experience is 
they're fascinated when they 
hear the whole story, espe-
cially how the industry has 
grown and how Glen Ivy is 
the largest in the U.S. 
Q: Does Glen Ivy have, as part 
of its ovmer base, a large 
percentage of business people? 
Radez: We do, but I'm con-
stantly surprised at the 
number of not only business 
people, but doctors, lawyers 
and so forth who're simply 
unfamiliar with the advan-
tages of owning their 
vacations. 
Q: For instance ... 
Radez: The right to use, in 
the Glen Ivy system alone, 
thirteen resorts virtually 
anytime you choose; you'd be 
GLEN IVY RESORTS 
• Laguna Surf-Laguna 
Beach, CA 
• Park Regency & Park 
Plaza-Park City, UT 
• The Villas of Palm Springs 
• The Plaza Resort & 
Spa-Palm Springs, CA 
amazed at the number of peo-
ple who still think that 
timesharing means you use 
the same week at the same 
resort year in and year out. 
Glen Ivy has pioneered, 
literally, in the industry the 
standards for flexibility. 
Then you can exchange what-
ever time you own for equiva-
lent time at resorts around 
the world. It's marvelous. 
And since you're literally an 
owner, you have all the rights 
and privileges that that br-
ings. You can lend your time 
to friends, pass it on in your 
estate and so on. 
Q: What about tax 
advantages? 
Radez: Well of course, you 
need to consult your accoun-
tant on this, but in general, if 
you use your time for busi-
ness purposes it would be 
deductible. And if you choose 
to pay for your ownership 
over a period of time, your in-
terest on your loan is fully 
deductible just as in the 
ownership of any second 
home. 
Q: What about re-selling? 
Radez: We encourage peo-
ple to think of their owner-
ship in terms of the years of 
enjoyment it can bring, 
• Desert Breezes-Palm 
Desert, CA 
• The Heidelberg Inn- June 
Lake, CA 
• San Luis Bay Inn-San Luis 
Obispo, CA 
• Vis tan a Resort & Vistana' s 
Beach Club (associated 
resorts)-Orlando, FL 
rather than as a real estate in-
vestment with possible appre-
ciation. The real joy is in the 
use of the resorts and vaca-
tioning in beautiful con-
dominium style suites while 
enjoying the consequent sav-
ings accrued over the years 
with your ownership. That's 
• The Shores at Lake Travis-
Logo Vista, TX 
• Havasu Dunes-Lake 
Havasu City, AZ 
• The Po no Kai-Kauai, HI 
• The Prospector-Aspen, 
co 
the way it makes sense to the 
vast majority of people. 
For more information on vaca-
tion ownership with Glen Ivy 
call or write to Lee Smith, 
Director-Advertising & Public 
Relations, Glen Ivy Financial 
Group, Inc., 268 N. Lincoln, 
Corona, CA 91720. 
GLEN IVY 
RESORTS 
U-tm 
i " 
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The Largest Suite Hotels In The Inland Empire 
RANKED BY NUMBER OF SUITES 
RMk Name and Address 
Number 
el Suites Price Range 
Tear 
EstabHsbed Employees 
Tap Executive 
en Site 
and Pbone Number 
1 Grand Champions Indian Wells 
44-600 Indian Wells Lane 
Indian Wells, CA 92210 
335 $ 95 - $875 1986 600 Rich Corese, General Manager 
(619) 341-1000 
2 Marrletl Residence Inn 
2025 East "D" Street 
Ontario, CA 91764 
200 $ 85-$105 1986 150 Jim Bucks, General Manage-
(714) 983-6788 
3 Embassy Suites Conference 
Center/Resort 
74-700 Highway 111 
Palm Desert, CA 92260 
199 $ 79-$189 1984 138 Jim Sanginiti, General Manager 
(619) 340-6600 
4 IRaxim's de Paris SuKe Hefel 
285 North Palm Canyon Drive 
Palm Springs, CA 92262 
194 $ 95 - $220 1986 250 Wanda Dos, General Manager 
(619) 322-9000 
5 Cathedral Canyon Resort 
34567 Cathedral Canyon Drive 
Palm Springs, CA 92264 
153 $ 85 - $190 1983 100 Scott Candland, General Manager 
(619) 321-9000 
6 Palm Sprhigs Maninls 
150 South Indian Avenue 
Palm Springs, CA 92262 
101 $110-$895 1985 300 Charles Roulet, General Manager 
(619) 322-2121 
7 HItton Palm Springs 
400 East Tahquitz Way 
Palm Springs, CA 92262 
75 $ 75 - $595 1981 300 Fred Murray, General Manager 
(619) 320-6868 
8 Shadow Monntaln Resort 
45-750 San Luis Rey 
Palm Desert, CA 92260 
55 $125-$350 N/A 100 Jeff Akers, General Manager 
(619)346-6123 
9 Marriott's Desert Springs 
Resort & Spa 
74-855 Country Club Drive 
Palm Desert, CA 92260 
50 $220 -$1,700 1987 2,000 John Ceriale, General Manager 
(619) 341-2211 
10 La Mancha WHas 
444 Avenida Caballeros 
Palm Springs, CA 92262 
50 $ 95-$815 1975 60 Scott Ullrich, General Manager 
(619) 323-1773 
11 Stouffer Esmeralda Resort 
44 400 Indian Wells Lane 
Indian Wells, CA 92210 
44 $125 - $2,000 1989 700 Anthony Stewart-Moore, General Mgr. 
(619) 773-4444 
12 Radissnn Palm Springs Resort 
1600 N. Indian Avenue 
Palm Springs, CA 92262 
33 $175 - $450 1961 350 Vini Gupta, General Manager 
(619)327-8311 
13 Marriott's Rancho Las Palmas 
Resort 
41-000 Bob Hope Drive 
Rancho Mirage, CA 92270 
33 $ 75 -$1,250 1979 750 Paul Corsinita, General Manager 
(619) 568-2727 
14 Sberatan Riverside 
3400 Market Street 
Rivwside, CA 92501 
27 $125 - $325 1987 175 EKIl Sampson, General Manager 
^(714) 784-8000 
15 Industry Hills A Sheraton 
Resort 
One Industry Hills Parkway 
City of Industry, CA 91744 
25 $ 90 - $250 1980 N/A John McKennon, General Manger 
(818) 965-0861 
16 San Remardlna Hilton 
285 East Hospitality Lane 
San Bernardino. CA 92408 
22 $125 - $275 1971 175 Reiner Rietig, General Manager 
(714)889-0133 
17 The Rlt^Carlton 
68-900 Frank Sinatra Drive 
Rancho Mirage, CA 92270 
21 $350 -$1,700 1988 500 Wolfgang Baere, General Manager 
(619)321-8282 
18 La Onlnta Hotel GeR 1 
Tennis Resort 
49-499 Eisenhower Drive 
La Quinta, CA 92253 
21 $200 -$1,800 1926 860 Judy Vossler-Woodard, General Mgr. 
(619) 564-4111 
19 Hod Lion Inn 
222 N. Vineyard Avenue 
Ontario, CA 91764 
20 $145 - $435 1981 350 James Jones, General Manager 
(714) 983-0909 
20 Lahe Arrowhead Hilton Lodge 
27984 Highway 189 
Lake Arrowhead, CA 92352 
20 $250 - $300 1983 300 Ray Kovacs, General Managw 
(714) 336-1511 
21 Spa Hotel and Mineral Springs 
100 North Indian Avenue 
Palm Springs, CA 92262 
19 $ 45 - $750 1964 200 Heinz Hofman, General Manager 
(619) 325-1461 
?2 Griswold's Inn 
555 West Foothill Blvd. 
Claremont, CA 91711 
16 $125-$350 1969 300 Kield Poschmann. General Manager 
(714) 626-2411 
23 Ramada Diamond Bar 
259 Gentle Springs Lane 
Diamond Bar, CA91765 
14 $125-$175 1988 50 Andrew Schwerbel, General Manager 
(714) 860-3700 
24 DsHbletree Resort at Desert 
Princess Cnnnlry Club 
Vista Chino Landau 
Palm Springs. CA 92263 
13 $110-$750 1985 250 Bob Devoe, General Manager 
(619) 322-7000 
25 Manho Hotel 
295 North "E" Street 
San Bernardino, CA 92401 
9 $125-$375 1988 200 Evelyn Frenssen, General Manager 
(714)381-6181 
26 Hlllen Ontaria Airport 
700 Haven Avenue 
Ontario, CA 91764 
9 $205 -8410 1985 230 Jeffrey Kckens, General Manager 
(714) 980-0400 
27 Erawan Garden Natel 
76-477 Highway 111 
Indian Welis, CA 92210 
7 $ 90 - $300 1963 150 Robert Timperio, General Manager 
(619)346-8021 
28 Tie Glaifen Hrtal 
2200 East Holt Boulevard 
Ontario, CA91764 
6 $ 93-$108 1986 300 Tom Kraak, General Manager 
(714)986-8811 
The list was prepared by the facility itself, and to the best of our knowledge, the information supplied is accurate as of press time. While every effort is made to ensure the accuracy 
and thoroughness of the list, omissions and typographicai errors sometimes occur. Please send corrections or additions on company letterhead to the Inland Empire 
Business Journal, 3535 Inland Empire Bivd., Ontario, CA 91764. ® 1989 by Inland Empire Business Journal. 
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We tried to compare apples 
to apples, but they crune up 
a few bushels short. 
/ / What does your office 
rent include? 
ITEM COMM SUITE EXECUTIVE SUITE 
225-sq.-ft. Suite wNiew 
Conference Room 
Lounge/ Kitchen Facilities 
Facsimile Machine 
Postage Meter 
Telephone Answering Service 
Coffee/Tea Service 
Audio VisuaVSeminar Room 
Mail Room 
Two Secondary Lounges 
10,000-sq.-ft. Courtyard 
Large Administrative Staff 
Maintenance Staff 
4 Line Touch Screen Phone/ 
Computer Terminal 
Photocopies (500)* 
Secretarial Services (5 Hours)* 
Laserjet Printers 
Computer System in each suite 
w/ the following capabilities: 
Word Processing 
Accounting 
Spreadsheets 
Database Access 
Electronic Telephone Message 
Electronic Mail 
Telex 
Electronic Rolodex 
*Allocated on a monthly basis. 
Yes Yes 
Yes Yes 
Yes Yes 
Yes Yes 
Yes Yes 
Yes Yes 
Yes Yes 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
Yes No 
"Fortune 100" Amenities Made Affordable For Small Businesses 
Comm Cantara 
TM 
Office• Of Th• Fut:ur• 
ONTARIO COMM CENTER 
3535 Inland Ernpire Blvd., Ontario 
Phone 941-0333 
Short-term programs available for traveling executives. 
October 30 - November 27, 1989 
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The Top 25 Inland Empire Office Projects 
RANKED BY NET RENTABLE SQUARE FOOTAGE. 
Iaiii 
1 
2 
3 
4 
5 
6 
7 
8 
9 
10 
11 
12 
13 
14 
15 
16 
17 
18 
19 
20 
21 
22 
23 
24 
25 
11111111111 la•e nil Mllress 
Martlloro1gh SIIUirt 
1660 Chicago Avenue 
Riverside, CA 92507 
c.c ... •t• Bnlness Pan 
N. W. lvrow & Archibald 
Rancho Cucamonga, CA 91734 
Canyon Sprt111 Offices 
S.E. 60 and 215 Fwy. 
Riverside, CA 92501 
lfttrslllt CeiJiratt Plaza 
14th and Ume 
Riverside, CA 92501 
351 2 14th Street 
Riverside, CA 92501 
Seclrlly P1clftc Ba111 
3737 Main Street 
Riverside, CA 92501 
Rl11nlde Centre 
3403 Tenth Street 
Riverside, CA 92501 
10546 Nevada Street 
Redlands, CA 92373 
Mission S111are 
3750 Riverside Avenue 
Riverside, CA 92501 
lalresllle T ewer 
650 Hospitality Lane 
San Bernardino, CA 92408 
Riverside Metro Center 
3801 University Avenue 
Riverside, CA 92501 
Hanter Park Office Plaza 
2001 Iowa Avenue 
Riverside, CA 92506 
Centertalre Plaza 
3401 Centerlake Drive 
Ontario, CA 91764 
Redlands Federal Sat1111 
300 E. State Street 
Redlands, CA 92373 
HDS Plaza 
268 W. Hospitality Lane 
San Bernardino, CA 92408 
San west 
9 West Hospitality Lane 
San Bernardino, CA 92408 
Ontario Corporate Center 
430 N. Vineyard 
Ontario, CA 91764 
Bank of Allerlca Bulldlll 
303 West "D" Street 
San Bernardino, CA 92408 
RIJtnlde Business Center 
117 48 Magnolia Avenue 
Riverside, CA 92501 
lulr Tower 
290 N. "D" Street 
San Bernardino, CA 92401 
ncar Title B1Hdll1 
3880 Lemon Street 
Riverside, CA 92501 
Cereaa Cerperate Center 
Rincon/Joy 
Corona. CA 91720 
Hn11 &ate Center . 
1 0350 Commercenter Dnve 
Rancho Cuc_amonga, CA 90000 
ne Alten 
24757 Redlands Blvd. 
San Bernardino, CA 92408 
Tot1l Itt 
llllta,le 
S..lrt Fe1t111 
485,000 
248,000 
230,000 
220,000 
150,000 
145,329 
134,750 
135,136 
123,831 
120,000 
118,618 
117,168 
116,043 
108,000 
107,000 
107,000 
102,542 
100,000 
100,000 
100,000 
92,480 
90,000 
86,376 
85,000 
Year % 
Ce•plttell ltatlll 
1977 85% 
1980 97% 
1992 0% 
1991 100% 
1957 100% 
1973 66.3% 
1980 79.4% 
1988 0% 
1984 100% 
1989 16.3% 
1989 12.4% 
1990 18.7% 
1988 67.2% 
1957 100% 
1988 89.3% 
1989 0% 
1988 51.1% 
1972 100% 
1986 84% 
1976 83.4% 
1987 100% 
1989 0% 
1986 100% 
1986 41 .2% 
le. 1111111111 
Tltll Fleers 
17 
1 
1 
1 
1 
11 
1 
10 
1 
1 
1 
11 
1 
6 
4 
1 
1 
6 
1 
6 
1 
7 
3 
2 
1 
6 
1 
6 
1 
4 
1 
4 
1 
5 
1 
4 
1 
1 
1 
1 
1 
5 
1 
3 
1 
2 
1 
1 
N/A 
N/A 
N/A 
3.60 
N/A 
2.20 
2.70 
3.0 
4.0 
4.0 
3.57 
4.0 
0.50 
N/A 
5.10 
5.0 
4.0 
N/A 
4.0 
N/A 
4.0 
4.0 
4.10 
N/A 
Koll Company (714) 781-6800 
Reiter Development 
Unda Klineke (714) 980·1643 
Unknown 
Jacobs Development (714) 788·9887 
Unknown 
Coldwell Banker 
Vindar Batoosingh/John Strockis (714) 788·3714/{714) 788·3717 
Coldwell Banker 
Mike O'Brien 
(714) 788-3713 
lnco Commercial 
Bruce Ramano 
(213) 926.0506 
Coldwell Banker 
Vindar Botoosingh (714) 788-3714 
Cushman & Wakefield 
Mark McAdams/David Berger (714) 980'·7788 
Halferty Development 
(213) 681-0456 
Grubb & Ellis (714} 983·4565 
Cushman & Wakefield 
Mark McAdams 
(714) 980-7788 
Unknown 
Sunwest Brokers 
Les Copeland/James Devincenti (714) 381-4381 
Sunwest Brokers 
James Devincenti 
(714) 381-4381 
Coldwell Banker 
Lee, Jilke, Messinger, Heim 
(818) 810-6426 
Bank of America 
Greg Hiltabidel (714) 383-6201 
Coldwell Banker 
Jim Koenig 
(714) 788-3712 
Vanir Development 
N/A 
N/A 
Coldwell Banker 
John StrockisNindar Battoosingh (714) 788-3717/(714) 788-3714 
Coldwell Banker 
John Strockis/Mike Latham 
(714) 788-3717 
Lee & Associates 
Chuck Witters 
N/A 
Southwest Realtors 
Mark Kupperman 
N/A 
80,000 1986 71.4% 1 4.0 AlP Brokers Bartel Plaza II 4 John Ewart 
10681 Foothill (714) 944-5000 
Rancho Cucamonga, CA 91 730 · · A s 't 250 
. . . . . t L' t as Brepared by David Burback, Resident Manager, Coldwell Banker Commercial Real Estate, 3750 Unwersity wnue, ut e , The above Off1ce Butld1ng ProJeC s IS -~88 • • . 
Riverside, CA 92501 . Phone (714) 788 . red . accurate as of press time However both Coldwell Banker Commercial Real Estate and the Inland Empire !Jus': 
be t f r knowledge the information supp I IS . . I t ness of the information and make no representation or warranty concerning S j~!':!a11a~ O::ot veri fled, rior hr any k~~-:/11! ;~:~~"l!;;:;c;J~~~~e~s ~P;!~ disclaim all liabilities in connection with any ~accurars orri~Wi=::~ 
Therefore, both Coldwell Banker ommercla and thoroughness of the list, omissions and typogr~phtcal errors sometimes occur. Please se correc ons o 
every effort is made to ensEure t~e ac;ur~~ss Journal 3535 Inland Empire Boulevard, Ontano, CA 91764. Rl· Would not disclose Ill· Not available letterhead to the Inland mplre usl al ' 
01989 by Inland Empire Busmess Joum . 
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Seashore Construction Founder Bill Tucker 
H·as Found His Niche 
The Inland Empire Business Journal 
recently interviewed Bill Tucker, founder and 
now president of Seashore Construction, Inc., 
headquartered in Santa Ana, but also a com-
pany which has been involved in several 
Inland Empire projects. 
Seashore Construction, Inc. began when 
Bill Tucker started working out of his house on 
his own in 1980. For several years prior to 
that, he had worked for a number of develo-
pers. For two years, Bill continued to work out 
of his home. 
" We opened our first real office in I 982," 
chuckled Tucker. " Every year since then we 
have grown by at least 30%. We now occupy 
2, 7 00 square feet in our own signature building 
near the Orange County John Wayne Airport. 
"We specialize," Tucker continued, "in 
small projects that require a lot of attention to 
detail. For example, ftfty percent of our work is 
second generation rehabilitation, after a client 
has vacated a new facility after one, two or 
three years. A new client has moved in with 
different structural and design requirements. 
So we go in and do that type of job. 
"Most of our other business comes at the 
end of the development process. We put the 
finishing touches on, if you will, for a big 
developer like Rancon or the Sickels Group. 
That puts us in a unique and delicate position, 
because we're the people the commercial 
leasing agents and first clients have the most 
contact with. So our emphasis has to be on the 
details, the final touches. whether it's a brand 
new project or a second client situation." 
We asked Mr. Tucker about the projects 
Seashore Construction had been involved in, 
speciftcally within the Inland Empire. 
"We just completed a 26,000 square foot 
facility on the fourth floor of Ontario Cor-
porate Center," Tucker responded. "That's 
now ready for leasing. We also worked with 
Rancon on the Tri-City Corporate Centre 
proJect We did 43,000 square feet for Partner's 
Health there and 40,000 square feet for 
Chicago Title. We also worked on the Haven-
pointe project, and we've worked on a number 
of smaller improvement projects throughout 
the Inland Empire." 
We then asked Mr. Tucker about his busi-
ness philosophy and the kinds of values he 
wants to instill in his employees. 
"It's the highest quality of true craftsman-
ship at all times," responded Tucker without 
hesitation. We work, frankly, with the more 
sophisticated, higher end of the scale insti-
tutional clients. We have to be very, very good. 
We also have to be flexible because another 
portion of our clientele are the smaller, more 
entrepreneurial offices. Our bread and butter is 
those small projects where we have to pay a lot 
of attention to detail. That project may be a 
portion of a huge development involving big 
dollars, or it may be the smaller firm. In both 
cases, it' s a very sophisticated upscale client 
we're dealing with." 
We asked Mr. Tucker if he felt he had 
carved out a unique niche within the develop-
ment industry. 
" That's precisely what we've been able to 
do," said Tucker, and it's a very good niche at 
that. We are uniquely situated amidst the giant 
developers. You see, when the market's 
booming, we're turning away business. and 
then when there's a market downturn, we still 
get all the business we can handle, because we 
can do the work for those companies who are 
moving into smaller spaces. We can also 
redesign existing space to improve efficiency. 
The real down side to our business is that, 
because we're the last company to work on a 
project, we often get blamed for much earlier 
mistakes which were made before we ever 
became involved. It's easy for us to become the 
whipping boy. 
"I'm a hands-on manager," continued 
Tucker. "I'm here and available every day. In 
this business you have to stay on top of things. 
It can be a precarious balancing act to do the 
best job for what a client is willing to spend. It's 
also important to be in daily contact not only 
with our tradespeople, but also with our 
vendors." 
We asked Mr. Tucker if this much work left 
any time for a private life. 
"Oh yes," he answered. "I have a five-year 
old son that I spend a lot of time with. I just 
purchased a new home that I enjoy working on. 
I'm also an avid skier. In any given season, I 
get to the slopes twenty or twenty-five times. I 
also enjoy backpacking and camping. 
"I also put quite a lot of energy into 
professional organizations," Tucker continued 
"I'm on the Board of Directors of the 
Associated General Contractors of California, 
and I'm active in the National Association of 
Industrial and Office Parks and the Building 
and Owners Management Association." 
Bill Tucker is obviously a man of incredible 
energy, vision and diplomacy. It is a small 
wonder that he has built Seashore Construction 
into the dynamic company that it is. 
Racetrack Proposed ... 
Continued from page 1 
Whose helping you get this project off the 
ground, we asked Mr. Guthrie? 
"Well," Guthrie answered, "one of my best 
friends is Frank Arciero in Tustin. This is 
really a joint venture with him. He is a 
founding member of CART. He put Dan 
Guerney into his first car. The Unsers have 
raced for him. He brings tremendous expertise 
to our whole effort here. 
"What I want to emphasize more than 
anything else," said Guthrie, summing up his 
overview of the project, "is that when it's all 
done, it will be a family-owned and a family-
run business. We have our whole hearts in it" 
There is no doubt that a raceway would 
bring increased business to the area. Perhaps 
the best way to measure, is to look at the 
marked decline in western Riverside County 
that followed the closing of Riverside Raceway 
last year. It demonstrates that autoracing 
draws fans in large numbers and can help 
support local economies in a big way. 
October 30 - November 27' 1989 
Companies 
Confused As 
Medicare 
Deadline Nears 
BNA Report 
Says 
' 
With a final deadline just three months 
away, many U.S. employers remain confused 
and are postponing complying with new require-
ments for retiree health care coverage man-
dated by last year's controversial Medicare 
Catastrophic Coverage Act, according to a 
new special report by The Bureau of National 
Affairs, Inc. (BNA). 
The 1988 law expands the coverage of 
Medicare insurance and requires a two-year 
''maintenance of effort" by employers of 
current levels of funding and support for retiree 
health benefits. Under MCCA, companies 
with retiree health plans have until December 
31, 198 9, to provide retirees either with 
refunds or with new benefits equal to the value 
of duplicative coverage under Medicare. 
According to the report, "The New Medicare 
Law: An Employer' s Guide to Compliance 
and Health Plan Redesign," employers are 
confused about their MCCA requirements for 
a number of reasons, including how liability 
benefits are calculated, whether spouses and 
dependents are entitled to benefits, and 
whether benefits will be vested. 
Adding to the confusion is the fact that the 
Senate Finance Committee is under strong 
pressure to recommend this month that Con-
gress change the law. Such action may delay 
compliance further and force companies to 
hike premiums or reduce retiree coverage, 
according to the report' s principal authors, 
Jerry Hercenberg and Wendy L. Krasner, 
attorneys in the Washington, D.C., office of 
the national law firm McDermott, Will and 
Emery. 
"Disagreements among employers, unions, 
and retirees are growing, as evidenced by the 
recent lawsuit filed against GM by a group of 
its white-collar employees," Hercenberg said. 
"Such disagreements are likely to increase if 
employers fail to comply with the maintenance 
of effort provisions, due to the lack of a federal 
enforcement mechanism or penalties." 
Hercenberg also noted thaJ the added costs of 
compliance have created "an incentive for 
employers to terminate retiree health benefit 
plans." 
In fact, retirees are likely to pay higher 
premiums for health insurance coverage or be 
subject to such cost-cutting n\easures as 
second surgical opinions or pre-admission 
certification, according to employee benefit 
managers at 15 major U.S. companies inter-
United States 
Businessmen's 
• • Assoctatton 
Formed 
The United States Businessmen's Asso-
ciation is a new Inland Empire organization 
formed to assist small businessmen by. pro-
viding them with a variety of professiOnal 
services, including accounting, law, manag~ 
ment, and marketing. Located in Montchur, 
viewed by BNA. Almost half of the managers 
also said they had not decided how to comply 
with the law. 
Eleven of the managers told BNA they were 
"very concerned" about the escalating costs of 
health care. While the managers spoke to 
BNA on the condition that neither they nor 
their companies be identified, most of the firms 
are national and international employers of at 
least 1 ,000 people in such industries as 
electronics, national defense, retailing, com-
munications, and pharmaceuticals. 
Estimates for the costs of retiree health care 
range from $4.6 billion to $15 billion annually, 
accounting for 13.7 percent of an employer's 
total health care spending, the report says. 
Several of the managers estimated that their 
new cost containment strategies could save 
from 4 percent to 10 percent of current costs, 
although none of the company representatives 
cited actual dollar savings. 
The report also examines several other 
issues likely to cause problems for U.S. 
businesses and retirees in the coming decade: 
A new plan by the Financial Accounting 
Standards Board that would require ac-
counting for future retiree benefits 
costs as current liabilities. The likely 
result will be a reduction in benefits or 
other cost-cutting measures. 
The effect of the Internal Revenue Code 
Section 89 non-discrimination provi-
sions- both under current law and 
under a recent simplification proposal-
on the calculation of MOE passback 
benefits. 
The legal risks associated with offering 
and modifying health care programs for 
retirees. The report reviews relevant 
court cases that may affect restruc-
turing health plans- whether it is done 
to save money or to comply with M CCA. 
The complexity of calculating MOE 
liability. 
The New Medicare Law explains what 
companies can do to cope with the MOE 
provisions. It also outlines major inconsisten-
cies in the provisions, provides practical tips 
and examples, and describes creative alter-
natives for managing and communicating 
responsibilities under the MOE requirements. 
BNA is a leading publisher of print and 
electronic news and information services, 
reporting on developments in business, eco-
nomics, law, taxation, labor relations, environ-
mental protection, and other public policy 
issues. 
For further information, or to obtain a press 
review copy, contact Karen Cargill, at 
(202) 452-7573, or Loretta Kotzin, at 
(202) 728-3371. 
Copies of the report, "The New Medicare 
Law: An Employer' s Guide to Compliance 
and Health Plan Redesign (BSP 118)," are 
available for $95, with multi-copy discounts, 
by mail from BNA's Customer Service Center, 
9435 Key West A venue, Rockville, Maryland 
20850, or by telephone from BNA's Response 
Center, toll-free (800) 372- 1033. 
the goal of the new group is to increase the 
performance and profitability of small Inland 
Empire businesses by making available an 
entire spectrum of resources for a monthly 
membership fee of less than one hour spent in 
an attorney's office. 
The driving force behind the USBA is 
founder and president Michael J. Lindsey, 
who sees the USBA as truly unique and long 
overdue. "With membership in the USAB," 
said Lindsey, "the small businessman has an 
entire battery of business professionals assist-
ing in any business activity. For less than $5 a 
day, the USBA provides the resources the 
small businessman needs to succeed in today' s 
Continued on page 10 
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The Benefit 
of Experience 
?5~ars 
STATE 
COMPENSATION 
INSURANCE 
I=UNO 
f914 1!)8.9 
State Fund has been serving the workers' compensation 
insurance needs of California business owners for 75 years. 
Our San Bernardino Office provides local loss control, claims 
and account management, medical cost containment, 
rehabilitation and legal services to San Bernardino and Inyo 
county employers. 
Put the State Fund experience to work for you, 
call 714-384-4583. 
375 West Hospitality Lane 
San Bernardino, CA 92408 
PUBLISH A 
NEWSWORTHY 
NEWSLETTER 
141/ ¢ 
' 
That's the low per-copy, per-page total for your 
very good-looking new Company Newsletter, 
2 Custom-tailored, printed, ready to mail - a • small price for powerful selling in your Com-
pany's marketplace. Includes: • Crisp, Award-winning promotional writing and graphic 
design • A title-name, if you don't already have one • New Masthead design and art for 
on-going use • Dramatic "grabber" headlines highlighting professionally edited stories 
from your news information sheet- just "give us the facts" • Typeset • Line Art spots 
to illust~ate feature storie~ • 5,000 mini- {714) 261 0977 
mum pnnted, ready to ma1l • Call now: • 
GOOD NEWSLETTERS DON'T COST. THEY PAY. 
[H) 
TECHNOLOGIES IN MARKETING. INC. 
1820 E. Garry I Santa Ana, CA 92705 
A FULL SERVICE COMMUNICATIONS COMPANY 
• Direct Response Marketmg • Media Buying • Advertising Campaigns 
• Radio & TV Commercials • Sales Support Literature • Corporate Identity 
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Ontario's Free Trade Zone Attracting 
More Business 
Inter Valley 
Celebrates 
10 Years Ontario's California Commerce Center 
continues to attract the interest of companies 
engaged in international trade, according to 
Patty d Loya, Commerce Center adminis-
trator. The reason is the Center's Foreign 
Trade Zone (FTZ) adjoining Ontario Inter-
national Airport One thousand three hundred 
and ftfty acres of the 2,000 acre master-
planned, mixed-use business park already has 
FTZ status, and an additional 505 acres is 
pending approval. 
What does this mean for companies engaged 
in international trade? 
Technically. a Foreign Trade Zone is 
outside U.S. customs territory. Federal law 
authorizes the creation of the Foreign Trade 
Zones within the United States. Most other 
countries call them "Free Trade Zones." 
Usually FTZs are warehouses, and, in a few 
cases, entire production plants, located near a 
U.S. Customs port of entry. "Foreign or 
domestic goods may enter an FTZ without 
paying custom's duties or excise taxes," 
according to Silvia Martinez-Cazon, an 
attorney with McGuire, Woods, Battle and 
Boothe in Richmond, Virginia, who special-
izes in corporate law and international 
transactions. 
"While in the zone," says Martinez-Cazon, 
"the merchandise may be stored, tested, 
sampled, relabeled, repackaged, displayed, 
repaired. manipulated, mixed. cleansed, 
assembled, manufactured, salvaged, destroyed 
or processed without incurring any duty or 
excise tax. Although the goods may not be sold 
while they are in an FTZ, they may be 
exhibited to foreign buyers. 
"FTZs may also be used to reduce the 
impact of import quotas by either storing 
merchandise in the zone until a quota on entry 
is removed or by manufacturing in the zone a 
product which, although containing a part 
subject to a quota, is not itself subject to such a 
quota" 
Ms. Martinez-Cozon lists other advantages 
of FTZs, including deferred customs' duties 
while the merchandise is being stored (relieving 
cash-flow tension on the manufacturer); 
imported goods, which are stored in the zone 
and then exported from the zone to other coun-
tries, pay no custom's duties; no duties need be 
paid on products which are destroyed, 
damaged or become defective while in the 
FTZ; insurance cost is reduced; there is 
exemption from state inventory taxes and state 
and local ad valorem taxes; fmally, goods may 
be stored in an FTZ indefinitely, or until better 
market conditions are available. 
In Ontario, Patti d Loya cites a number of 
case histories where a number of local busi-
ness people have been helped by the Foreign 
Trade Zone. For example, an importer of 
ladies' sweaters from the Orient wanted to be 
ready for large store orders near Christmas. 
He imported his merchandise early in the year, 
stored it in the FTZ, and paid duty only as 
each shipment went out-at the same time he 
was invoicing his customer for their purchases. 
The result was his cash was not tied up during 
the year. 
Another importer, this time of fine crystal 
bought in bulk and repackaged items, in sets, 
as giftware. In every shipment, there was a 
sizable amount of breakage. Instead of paying 
full-duty on receipt, and going through tedious 
paperwork to adjust for breakage later, he paid 
duty only on usable merchandise and only on 
the merchandise actually sold in the United 
STOP LEAKS & CORROSION 
SEAL COAT 
IS THE IDEAL LINING FOR: 
Fuel Oil Tanks • Concrete Pipes • Water Storage Tanks 
Ship Bottoms • Pumping Stations • Exterior Pipeline Coatings • ?ement Plants 
Foam Insulation Coatings • Gates, Valves and Pumps • Actd_Tanks 
Garbage Trucks and Dumpsters • Dry Docks, Barges • Processmg Plants 
Dairies and Feed Yards • Railroad Cars and Trucks 
Toxic & Hazardous Waste Dumps 
A VERSATILE URETHANE COATING WITH 
TRUE 100°/o SOLIDS PERFORMANCE 
Seal Coat provides: 
_ O% voc. no solvents whatsoever . . 
-Cold Spray applied at virtually any tht~kn_ess_tn one coat 
- Abrasion resistance and low surfa~e fnctton tn one cost 
- Elastomeric flexibility and elongatton . 
- Excellent adhesion to steel, wood, alur:ninum, ftberglass and concrete 
- Unsurpassed resistance to acids, alkaltes, fresh & saltwater and 
crude oils . 
- Lowest material prices and ~ 00% s_oltds urethanes 
-The fastest application rate tn the tndust_ry . 
-Immersion services within hours of appltcatton 
(714) 556-4917 
States. 
A small manufacturer imported small parts 
for use in telecommunications equipment 
Shipped into the FTZ, duty-free, they became 
a component of the equipment, and when 
eventually sold in this country, the parts had 
only a very low duty. 
A mail order operator sold numerous im-
ported items via catalog. Held in large inven-
tories in the FTZ, these items cost him duty 
only when shipped out to buyers in the U.S. 
And, of course, he paid the duty only after the 
buyers had paid him. 
A European automobile manufacturer was 
recently required to store large inventories of 
parts for U.S. dealers and independent garage 
owners. Initially, duty was paid as soon as 
these entered the U.S. After relocation in the 
FTZ, the manufacturer paid duty only when 
the parts were shipped to locations in the U.S., 
usually in small quantities. The balance of the 
costly inventory was held, duty-free, in the 
FTZ. 
Patti d Loya emphasizes that these examples 
show how a company can much better handle 
its cash-flow as it engages in international 
trade. It is small wonder that more and more 
companies are taking advantage of the 
opportunity. 
The California Commerce Center is located 
at 1325 South Rockefeller Avenue, Ontario, 
CA 91761. Phone number is (714) 391-6441. 
AD DEADLINE 
FOR NEXT ISSUE 
NOVEMBER 17, 1989 
On Wednesday, October 11, Inter Valley 
Health Plan held a tenth year anniversary 
celebration at its flagship facility at 300 South 
Park A venue in Pomona. Community leaders, 
company employees and members of the press 
enjoyed a well-catered early evening reception. 
James E. Taylor, President of Inter Valley 
Health Plan, delivered a short but enthusiastic 
speech outside the building to reception guests, 
after which hundreds of blue and white 
balloons were released to underscore the festive 
mood of the occasion. 
Inter Valley Health Plan is a health main-
tenance organization, serving the following 
hospitals and their surrounding medical 
communities: Santa Teresita Hospital, Inter 
Community Medical Center, Pomona Valley 
Hospital Medical Center, Riverside Com-
munity Hospital, Parkview Community 
Hospital, Corona Community Hospital, San 
Bernardino Community Hospital and Red-
lands Community Hospital. 
United States ... 
Continued from page 9 
highly competitive market. With the USBA, 
the small businessman need no longer be 
overwhelmed by the complexities of modern 
business and can concentrate on what he went 
into business for in the first place." 
The USBA also offers free seminars to 
>usinesspeople. Their offices are located at 
~959 Palo Verde Street, Suite 101 C, Mont-
;lair, CA 91763. Phone: (714) 625-USBA. 
TAKE YOUR 
COMPANY 
FOR A RIDE 
IN THE INLAND EMPIRE'S 
ULTIMATE 
ADVERTISING VEHICLE! 
- Leading Business Circulation in the Inland Empire 
- Exclusively Reaching Top Professional Management 
ADVERTISING DEADLINE NOV. 17, 1989 
Call (714) 556-4917 
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Over There! Over There! 
by Rick Lamprecht 
The majority of U .S. industry displays a 
rather limited vision when it comes to market-
ing their products and services. U .S. managers 
are hypnotized by what they call the "domestic 
market". They frequently overlook the fact 
that there exists vast potential in another 
market, the world market, that offers lucrative 
business opportunities. 
Because of favorable currency alignments 
around the world and an appetite for U.S. 
products, U.S. industry has the opportunity as 
never before to create additional markets. 
There await rich opportunities, but also 
expressed fears of C.E.O.'s in making any 
potential international expansion successful. 
This dichotomy prompted the following inter-
view with the international specialist, Mr. Erik 
C. Meyer, founder and President of INTER-
CONSULT. INTERCONSULT is a Salt 
Lake City based international business dev-
elopment firm with offices in Southern 
California that helps industry to develop or 
expand its international presence through 
professional marketing, planning, and business 
development. 
ENTER: ERJK-
Lamprecht· "Are there any "best" companies 
who could consider international expansion?" 
Mever: "Worldwide opportunities exist for 
companies of all Sizes and products, not just 
high technology. Any company with a quality 
product will find opportunities out there. But 
companies have to go after it in a planned 
fashion, and have leadership dedicated toward 
it. Those companies who have managers, from 
the CEO on down, who think globally can find 
their offshore business develop into a signifi-
cant part of the company's business." 
Lamprecht: "What causes the fear and reluc-
tance of companies to think globally?" 
Meyer: "The domestic market has always 
been considered large enough to offer oppor-
tunities for everyone. International business 
has been looked upon with a fair amount of 
suspicion and has been left to the giant multi-
national companies." 
Lamprecht· "But aren't there language barriers, 
cultural differences, unknown business and 
economic situations, strange rules and regu-
lations by foreign governments and a host of 
other reasons why a company might not want 
b . b ?" to consider broadening its usmess ase. 
Meyer: "Sure, and I can give you a few ~ore. 
But the main point is that with the proper Inter-
national posturing, planning, advisement, and 
choice in personnel, these fears can be over-
e The company that can pass these com. 
hurdles considers the international business an 
important part of the finn's revenue and profit 
stream." 
Lamprecht: "Erik, you have told me that 
global thinkers outperform. What do you 
mean?'' . . 
Me er: " Generally, businesses wtth mter-
y · · · tperfonn those national business activ1ties ou . 
with purely domestic operations. ~1S h?lds 
artl·cutarly for small and medium stzed true p .b.Iity 
. that can show a greater flext 1 comparues . 
ti. At the same time, than larger corpora ons. . . 
. .th international operations mam-comparues WI . . 
tain a more positive stance and greater op~nusm 
fits Globally thinking compantes get aboutpro 1 · ·a t 
to different competitors, diueren ex~sur~ [l their products, different 
apphcat10ns or .. 
d a host of other posttlve customers an 
" encounters. . 
1 
Lam!precht· " Are you saying this intern.atlonat 
. · and differen 
exposure actually mspues new . hich 
t ideas and business strategtes w 
produc ful in international markets 
may prove success JI?" 
and in the domestic market as we . 
Meyer: "Yes, time and time again I have seen 
international exposure as the catalyst to 
improvements in design and manufacturing 
techniques, bringing new and fresh ideas into 
the company." 
Lamprecht: "Going international requires 
capital. Growth is not cheap. What do you find 
to be the receptivity of funders of companies 
seeking funds for international penetration?" 
Meyer: "The international strategy and plan-
ning must be well thought out A bad inter-
national plan will not get support, but a poor 
plan to penetrate domestic markets should not 
sit well with funders either." 
Lamprecht· "So a plan is the key, right?" 
Meyer: "Yes, just as it is in any new venture. 
But equally important to note, international 
marketing opens funding doors which formerly 
would have been closed to you. The State of 
California and the federal government have 
active, excellent loan guarantee programs for 
exporters. Conducting business on an inter-
national scale actually may facilitate the 
raising of capital. I know of international 
companies who are interested in finding U.S. 
partners as a means of participating in the U.S. 
and world markets." 
Lamprecht: "What is the key to broadening a 
company's market base internationally?" 
Meyer: "International marketing is not merely 
an extension of the domestic business. Each 
market and country is truly unique. Each 
requires a different approach that understands 
Continued on page 13 Rick Lamprecht 
Getting mail out 
is a lot like 
raising teenagers. 
You worry, 
you fret, you 
wonder if they' II 
be home on time. 
Just like your 
direct mail ... 
you need it to 
be on time. 
Put Your Advertising · Message 
• 
• 
in the Hands of the Prospects You Want ... 
When You Want to Reach Them. 
From Printing to Post Office 
We Can Get the Job Done for You. 
Mailing Labels Only • Selected Mailings • Lists 
Provided By You Full-Service Mailing • Resident/Occupant 
• Computer Ma1ntamed • Political 
• Aff iX label 
• Business • Conf1dent1al • 1 nserts • Add1t1ons, 
• Seal • Doctors Corrections, 
• Sort 
• Dent1sts Delet1on 
• Bundle • Attorneys • Fu ll Computer 
Pnnt-Out • T1e/ Tag • Accountants 
• All Mallmg Serv1ces • Post Off1ce Del1very • Retail 
• Postage Machme 
• Insurance 
• Bulk/Gam er Pr~Sort • Title/ Rea l Estate 
.. Master Cl1ent File Set-U p 
• Fmance/ Cred lt 
• Persona l1zat1on 
• Contractors 
• word-Processmg 
• Auto 
• Sales 
• Computer 
• Chamber of Commerce Members 
• Plus Many More 
Synergistic Mailing Services 
3273 Russell Street 
Riverside, CA 92501 
(714) 683·0204 
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EEKEND TIME OUT 
Conring to the 
Sononra County 
Wine Country? 
Come to the Sheraton 
on United Express-
direct from LAX 
just minutes from the Sonoma County 
airport, the Sheraton Round Barn Inn 
offers convenience, comfort and a 
great deal. 
And its 
never been easier 
Four Jet flights every business day each 
way between LAX and Sonoma County 
A1rport makes scheduling easy. 
Just $79 per night 
with this ad 
Bring this ad w1th you to get your room, 
tax, and a free buffet breakfast with each 
night's stay for only $79 per n1ght, and a 
glass of fine Sonoma County w1ne to 
welcome you to the Sheraton. 
Come to Sheraton, 
where you're always welcome. 
A Taste Of 
Santa Ynez 
Winery 
To LOS ANGELES 
6:25AM 7 55AM 3490 BAE-146 0 X67 
10:25AM 11 55AM 3492 BAE-1 46 0 D 
2.25PM 3 55PM 3494 BAE-146 0 D 
6.25PM 7:55PM 3496 BAE-146 0 X67 
From LOS ANGELES 
8.25AM 9 55AM 
1225PM L55PM 
4 :25PM 5:55PM 
8:25PM 9 :55PM 
3491 BAE-146 
3493 BAE-146 
3495 BAE-146 
3497 BAE-146 
0 X67 
0 D 
0 D 
0 X67 
r-::-. 
·s· t I ~-SheratOO 
Round Barn Inn ,. __ .. !Tr
3555 Round Barn Boulevard 
Santa Rosa, CA 95403 1-800-833-9595 
FOR RENT 
This Space As Low As 
$78.15 Per Month 
12 Month Lease 
Call JEFF 
(714) 556-4917 
• Enjoying two rooms for 
the price of one. Now when 
you stay for business or 
pleasure you'll get all the 
extras. *FREE 
• Your own private wetbar, micro- Full American 
wave, refrigerator, VCR, 2 remote brealr'-'ast S d 
control TV's, Fax Service, Compu- JU, ' erve 
ter hookups and private patios. each morning. 
• Corporate rates are valid 
Sunday through Thursday 
*Free Full Breakfast only at 
Image Suttes 
1-800-828-8111 
$37 Image Suites IMAGE INN $46-
Mission Bay $Sl (619) 275-5700 
IMAGE INN - 3350 Rosecrans St. 
~)::.380() $4 7 ~;9~~~~~ 92110 
• Plus pool & spa, meeting 
room and free airport trans-
portation definitely qualify 
Image Suites as "Home Suite 
Home!" 
• A superb location too! 
Convenient to all business 
districts and the world famous 
San Diego Zoo, Sea World and 
fine restaurants. 
So how suite is it? -
It's Image Suites! 
Breakfast at Maxwell's 
• g1ves you 
a fresh outlook. 
The pick of Business people who want 
a fresh outlook with their eggs & coffee. 
Open 7 days for Breakfast at 8 a.m. 
For Groups, large meetmgs. 
reservations, please 
536-2555 
317 Pacific Coas1 Highway· Hunnng1on Beach at the P1er BY THE SEA 
About 160 miles north of Los Angeles lies 
Santa Ynez Winery, planted with premium 
grapes over vast acres-announcmg to wine 
connoisseurs that this region is now "Wine 
Country." There are no less than twenty-four 
wineries winding through this area of Santa 
Barbara County. Santa Ynez Winery, not far 
from the banks of the Santa Ynez River, is the 
oldest commercial vineyard in the valley. 
Founded in 1969 by the Bettencourt and 
Davidge Families, the 110 acres today are co-
owned and managed by Andrew Raifaisen and 
Doug Scott who, along with winemaker Bill 
Spencer, have transformed a former dairy into 
a smoothly working wine production facility-
complete with a tasting room and a shady 
picnic area where guests can relax and learn 
about the winery's history and its award 
winning wines. 
BED & BREAKFAST 
The winery is located between the towns of 
Solvang and Santa Ynez,justoffHighway246 
on Refugio Road The winery produces a 
Cabemet-Merlot, which is 50% Santa Ynez 
Valley Cabemet Sauvignon and 50% Santa 
Ynez Valley Merlot-a gold medal winner at 
the National Orange Show and at the lntervin 
National Wine Competition. 
For information on the Santa y nez Winery 
Wine Dinners dtheirwines. calJ (805) 688-8381. 
When you want to get away from the hustle & bustle, the strife & stress; 
why not transport yourself in time to one of these quaint & tranquil inns? 
ON SANTA CATALINA ISLAND its 
THE GULL HOUSE "with a touch of 
class." Come yourself or send your best 
workers We specialize in Honeymoons 
and Anniversaries. For brochure, send 
#10 self-addressed stamped envelope. 
P .O. Box 1381, Avalon, CA 90704 - (213) 
510-2547. 
MAUl ON YOUR MIND 
Dream in our Kapalua Bay Villas. 
Luxunously furn1shed 1 & 2 bedrooms Breathtakmg ocean 
v1ews Steps from tennts, golf. 3 heated pools. 2 white sand 
beaches. shoppmg and dming. These affordable villas are 
available by the week or month. For free photos. floor plans 
and rates contact owners R~ & N•ncy MatuNrin: 
P.O. Box 11633, Lahaina, Hawau 96761 (808) 669-6529 
LE PETIT CHATEAU: For the 
discriminating ... The tradition of the 
French Mediterranean in the heart of 
Palm Springs. A peaceful and quiet 
hideaway. Sun bathing "Au Naturel" 
poolside. 6th season! ( 619) 3 25~ 2686. 
Bed & Breakfast 
Coffages of Point Reyes 
An association of innkeepers. each with a 
Private Guest Cottage In a Unique Setting: 
Woodland. Pastoral and Garden. 
can tor Reservation Into. (~15) 927-9445 
Directory 
f!IJre ~niclwrbadter ~ansian 
Peaceful retreat for work or play at Big Bear 
Lake. Historical Bed & Breakfast specializing 
in mid-week business retreats & sales meetings. 
10-20 people Forest setting with small 
conference areas. Amenit1es include full 
breakfast, jacuzzi, use of Athletic Club, catering 
by special arrangements Phone _{714) 866-a221. 
THE 
GREY WHALE INN 
Fort Bragg's Most Distmctrve Inn 
Spacious Rooms • Private Baths 
Free Brochure • (707) 964-()640 
California Reservations • 1-SQ0-382-72-44 
615 N. Main Street, Fort Bragg, CA 95437 
Whale Watchmg & Skunk Trarn Tnps Arranged 
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A Wine and Food Survey by William 
This column is written for the busi-
ness person who finds travel a necessity, 
as well as for those who believe that eating 
a fine meal with a very pleasant wine is a 
reward of travel and even life. 
Each month we shall comment on dif-
ferent restaurants, in the various cities 
that, I believe, are most often visited by 
business persons from the Inland Empire. 
These restaurants are chosen strictly on 
merit. All restaurants were personally 
visited. I plan to offer you brief surveys, in 
lieu of long reviews. 
A TOUCH OF MAMA's located on the 
access road between Portola and El Paseo in 
Palm Desert is truly a fantastic find and is 
really something . . . . as a matter of fact, 
Jovanna Cruz, its outgoing owner, is an 
unusual person with a life story that would 
make a great movie, but that's another story. 
This restaurant is small, with only 67 seats, 
but it is a must for any food lover. Jovanna has 
had a love affair with inventing sauces and 
unique combinations of food since her teens, 
and everyone in "Mama's" employ is en-
couraged to create. When pasta and sauce is 
freshly made, and flowers are flown fresh from 
Hawaii, or spinach leaves are fried in hazelnut 
oil sprinkled with fresh parmesan cheese, then 
you cannot help to feel you have found the real 
oasis in the desert I highly recommend A 
Touch of Mama's. Reservations suggested. 
Located at 7 4-063 Highway 111, Palm Desert 
- phone(619)568-1315. P .S. I almost forgot 
the " Specialita di Mama" ... try the osso buco, 
shrimp scampi or eggplant- as all three will 
"knock your socks off" ... for dessert, try the 
earthquake cake. 
CALLA, a continental restaurant located at 
the Ontario Hilton Hotel, 700 North Haven 
A venue, offers an excellent menu and wine list 
under the direction of executive chef, Sue 
Feigenbaum. CALLA is open Monday through 
Saturday for dinner, but is no longer opened for 
lunch. The Chateaubriand (for two at $39.95) 
is excellent, along with Steak Diane, which is 
prepared and flamed tableside; however, we 
were disappointed with the Scampi. CALLA. 
while most definitely not a five star restaurant. 
will find us returning- as we feel it will become 
one of Ontario's best. Reservations suggested. 
Phone (714) 980-0400. 
ROSA's, an Italian restaurant in Ontario, is 
located at 425 North Vineyard. The decor is 
charming, with Italian marble, soft-tone colors 
and live piano music. Brian Haley and Dan 
Fitzpatrick have created a weB-teamed kitchen 
staff under the direction of chef Henry 
Gonzalez. Best menu selections: Piccata Ai 
Porcini (at $18 ), which is veal medallions with 
Porcini mushrooms in a brandy and white wine 
sauce ... also Scampi (at $19) with large 
shrimps, lemon, garlic, butter and white wine. 
The pastas are all made fresh daily. O~ned 
for lunch Monday through Friday, and di~ner 
Monday through Saturday ... ReservatiOns 
(714) 391- 1971. ., 
Next month we plan to review Guastl s Cafe 
in the Clarion Hotel. They are open seven days 
a week for breakfast, lunch and dinner an~ 
serve a premier Sunday brunch. Why not try It 
r the next few weeks before you read our ove d" · 
. Guasu·s Cafe claims to offer fine mmg rev1ew. 
in an elegant..intimate ... contin~ntal manner. 
Please write me with your revieW. ~ated 
2200 East Holt Blvd.' Ontario in the Clan on ... 
Reservations (714) 986-8811. 
d . the Sheraton Hotel at Santa Locate m HARVEST 
Rosa, California, The SONOMA 
Restaurant is, in our opinion, a restaurant of 
restaurants ... that rare find ... an award winner 
among award winners. The SONOMA 
HARVEST offers an excellent menu com-
bined with an almost perfect wine list. I say, 
Award winners among award winners, as it not 
only was the Sweepstakes Winner at the 
Sonoma County Harvest Fair, but will also 
receive the Inland Empire Business Journal's 
Award of Excellence. " 
Now to the kitchen, under the direction of 
Executive Chef James Bocast, where beautiful 
creations are presented almost like works of 
art! Fresh local produce, meat and fish are 
used extensively in the menu. The wine list 
incorporates many small Sonoma and Napa 
boutique wineries in an almost perfect blend, 
with the major wine makers like Mondavi and 
Sterling. 
The biggest impact that SONOMA HAR-
VEST had on me is how reasonably priced is 
the menu. I know that I promised not to go into 
long descriptions of a menu; however, this 
menu and food warrants my breaking that 
promise. Among the five appetizers offered, 
the best is the baked Brie cheese which is 
baked in a pastry puff and served with apples 
and grapes. It is truly outstanding! The best 
soup among the four offered is, most defmitely, 
the seafood chowder- you name the shell fish 
mixed with the local fresh fish, and it is in this 
soup. All the pasta is great..none better than 
the other. Take your choice, Fettuccine 
Carbonara, Fettuccine Alfredo, Tortellini 
stuffed with veal and cheese, or the Sonoman 
Pasta which is fresh linguini, fresh fish, fresh 
vegetables in a herb-cream sauce. 
The entrees will blind you upon sight, and 
"knock your socks off upon taste. The three 
that we considered best among the fourteen 
offered on the menu are Petaluma Duck, Veal 
Saltimbocca and Stuffed Rack of Lamb. I shall 
only describe the stuffed Rack of Lamb which 
is local Sonoma lamb stuffed with sourdough 
croutons, capers, mushrooms, pinenuts, 
anchovy filet and parmesan cheese, served 
with mushroom Marsala demi-glaze. 
As you can see, we sure did enjoy this res-
taurant I highly recommend you try SONOMA 
HARVEST whenever you are in or around 
Santa Rosa. For reservations, call (707) 
523-7555. SONOMA HARVEST is located 
in the heart of the Sonoma County wine 
country and just an hour north of San 
Francisco. Over one hundred wineries host 
daily tours and tasting. 
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Over There!... Dawson Business ... 
Continued from page I I 
the language, differences ofbusiness methods, 
economic conditions, and a host of cultural 
subtleties. One has to approach international 
marketing with an open mind and an appre-
ciation for the differences encountered else-
where. And please remember, you are not only 
your company's representative, but you are 
America's representative also. Please repre-
sent me well." 
Lamprecht· "But you just cannot find good 
international marketing managers on every 
street corner. The qualifications cannot be had 
in a crash course, but take years of direct 
exposure and experience. A sales manager 
who proves successful in the Los Angeles area 
may not be the guy who can understand the 
requiements in South America, Europe, Asia, 
or Mrica." 
Meyer: "You are right, right, right, and right 
And frequently a full time internationalist is 
unnecessary, depending on the endeavor. 
Fortunately, there is contract professional 
help available to build up an international 
presence and train the company personnel." 
Lamprecht: "I don't suppose you'd know 
anyone?" 
Meyer: "Just one." 
Lamprecht: "I don't 
anyone?" 
Meyer: "Just one." 
suppose you'd know 
Rick Lamprecht is a leading independent 
business consultant and frequent contributor. 
He can be reached for comment at 
(714) 855-6060 or (714) 329-37 I 8. 
Continued from page 3 
Perhaps the best measures of the day's 
success was the number of people who crowded 
around Dawson at intermission and at the 
conclusion of the conference and the long line 
of people who waited to purchase Dawson's 
tapes. 
Dawson's cassette program, "Secrets of 
Power Negotiating," has passed the ten 
million dollar sales mark and is the third 
biggest selling program in the history of 
cassette publishing. 
Inland Empire ... 
Continued from page 3 
the most population in the last nine years 
( 139,000). Detroit is next, losing 133,000 
people. 
Within the Inland Empire, Moreno Valley, 
still largely a bedroom community, has ex-
perienced the most explosive growth. Moreno 
Valley's population has grown from a little 
over 15,000 in 1980 to 100,000 today. 
UnltedYiay 
( :,.,;;special place lor 
·\ Honeymoons & 
rcouples in Love 
f~h. non-smoking rooms. Close to the beach 
Romantic count~ decor & old-fash1oneci chann with 
modem com1emences: 
.-<~ '!_ ' l~J CD~~ ( ) ( __) . -
\ ~ f : 
r \ C_, 
})~cJ 
r:Jo ~~~ 
r 
\ 
• Cho1ce oflln-room whirlpool or tub-for-two 
• Some With fireplace 
• All with remote-control Cable 1V. HBO. VCR & 
compllmenta~ mov1e library 
• Contmental breakfast served in our lace & w1cker 
sun room 
• Air conditioning & Ce1ling fans 
• Complimenta~ luggage serv1ce from and to the 
boats 
~eacrtest ll)t) 
• • 
201 Clarissa • P.O. Box 128 
Avalon, CA 90704 
RESERVATIONS 
(213) 510-0196 
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Cross-Purchase 
Versus Entity 
Buy-Sell 
·By Keith Brock, CLU, ChFC 
It ceases to amaze me how many business 
owners I call on who have not properly 
planned for the disposition of their business at 
their death. I surmise that, through wishful 
thinking, they believe that if no planning is 
done, death will not happen to them. But 
reality paints a very different picture of life. If 
you have business associates and have not 
implemented and funded a buy-sell agreement, 
you may want to read this article carefully. It 
may make the difference of a lifetime for your 
family and business associates. 
It is normally a disaster when a successful 
going concern suffers the loss of one of the key 
owners. It is especially trying for the surviving 
owners to wake up one morning and find that 
he has the decedent shareholder's wife, or 
children, telling him how things are going to be 
from now on. 
Another scenario is where the surviving 
spouse of the deceased is receiving money 
from the business, but is unable to help the 
business because of lack of training, etc. At the 
exact moment the business is suffering from 
the loss of one of its key people, you are 
required to not only hire a green replacement, 
but also help the surviving spouse make ends 
meet. If you don't think this is real life stuff, 
think again. It gets worse. What happens if you 
don' t have the funds to buy your associate's 
interest at death because no buy-sell agree-
ment was implemented and funded with in-
surance? Years later the surviving spouse 
might ( 1) decide to become active in the 
business, (2) want their children to get in-
volved in the business, (3) -or worse yet, 
remarry and give you a new partner you don't 
even like! 
a policy on the life of the other. Each owns the 
cash values in their policies and can borrow 
out the cash values or have the dividends pay 
the premiums after 8 to 10 years. Now, at the 
death of either owner, the life insurance goes 
directly to the surviving owner and it is free of 
income tax. 
The next step is to purchase the deceased 
owner's share of the business, based on the 
values established in the buy-sell, from his 
estate. Now pay careful attention: because 
YOU purchased the share of the business with 
YOUR funds (even if they did come from the 
life insurance company) you get a step-up in 
your basis. If you sold the business the next 
day, there would not be one penny of taxable 
income on the part you just purchased, if you 
sold it for the same price you purchased it at. If 
you paid $100 a share and sold it for $100 a 
share, how much gain is there in the eyes of the 
IRS? None! That doesn't mean that there 
won't be a gain if you hold on to the business 
and it continues up in value. Also, this trans-
action has nothing to do with your original 
basis. It only affects the portion of the business 
you just purchased. It helps make things all fall 
into place. 
In regard to the type of funding, insurance is 
by far the only way to go. First, you buy the 
business with funds that have never been 
taxed. That is important if we are talking about 
a three million dollar business, for example. 
Also, there are different kinds of life insurance. 
Term, pure cost protection, can be the most 
expensive in the long-run. 
Universal Life Insurance was popular in 
times past, and still is with some agents, but 
has the drawback of having the investment risk 
assumed substantially by the policy owner. 
Many insurance companies adjust the divi-
dends paid into the policy monthly. If interest 
rates are going down, the policy can collapse 
before your partner does unless you dump a lot 
of money into it. Many business owners are not 
aware of this. If you have universal life, have 
your agent run an in-force ledger showing 
when the policy collapses in the future, using 
an interest rate of 8%. Remember, with uni-
versal life, the agent basically picks the 
premium you are going to pay, within a ceiling 
and floor amount. If the agent quoted you a low 
premium to get the business, and the invest-
ments in the policy did not do as well as 
projected (the rates have basically dropped 
over the past four years), you may have a 
October 30 - November 27, 1989 
policy that dies before your associate does. 
I suggest Ordinary Life or a Variable Life. 
The OL has a projected return of around 9% 
and is usually paid up in 8 to 10 years. Even 
then, the cash values and death benefit keeping 
growing. For the investment minded, I recom-
mend a Variable Life. The face amount is 
guaranteed, but the cash value is invested in 
mutual funds. I work with one company that 
markets a variable life product that has the 
number one growth mutual fund in America 
inside it In fact, it has five mutual funds, which 
are: a money market, a bond fund, a stock 
index fund, a managed fund, a guaranteed 
fund, and the Zenith Capital growth fund. The 
capital growth fund, managed by Ken Heebner 
of Loomis Sayles, has averaged approxi-
mately 42% tax-free each year for the past five 
years. Again, this is intended for the investor 
who needs insurance to fmd a buy-sell agree-
ment and is not afraid to invest his money long-
term. 
Last, but certainly not the least, if the cor-
poration is in a lower tax bracket than you are, 
set your funding up using a Split-Dollar life 
insurance plan. This is very simple. You 
decide which type of insurance fits your needs 
and have the corporation pay the premium. 
You and your partner still own the insurance in 
a cross-purchase agreement, only you sign an 
assignment to the corporation reimbursing it 
for the premium dollars it has paid. If you use a 
variable life, the company would be able to use 
the cash values for various business reasons by 
simply borrowing out the cash value at 1% 
interest and with no income taxes on the 
borrowed amount. When there are a half 
million dollars inside each insurance contract, 
a lot can be accomplished with the funds. 
(With OL, there is generally an interest charge 
of 8% to borrow from the policy). The cor-
poration could conceivably borrow all the 
premium dollars out of the policy, it has paid 
in, and have the policy premium offset so there 
are not more premium payments. If excess 
funds started building up inside the policy, 
they could be borrowed out and never paid 
back: At death of an owner, all of the loans are 
forgiven by the insurance company. Again, We 
variable life is worth considering if you want to 
invest, but desire to pay no income tax on the 
gains. One last very important item, always 
purchase a waiver of premium, especially with 
a variable life, because if you are ever disabled, 
the insurance company makes the premiums 
for you. 
Keith Brock, CLU, ChFC, of The New 
England, is a Chartered Ufe Underwriter 
and Chartered Financial Consultant, with 
offices in Palm Springs and Costa Mesa, CA 
Mr. Brock is currently working on a Masters 
Degree in Financial, Estate, Pension and 
Investment Planning. He has two years of 
public accounting background and five years 
experience in private accounting as a con-
troller of a multimillion dollar corporation. 
Mr. Brock can be reached at (619) 320-5640. 
INDUSTRIAL - COMMERCIAL 
SPACE AVAILABLE 
NEW 18,700 SQUARE FOOT BUILDING 
EXCELLENT CHINO LOCATION 
•CAN BE DIVIDED 
•TENANT IMPROVEMENT ALLOWANCE 
•QUALITY FEATURES 
•LOWEST RATES IN AREA 
Please Contact 
JOHN VANDER MOLEN (714) 628-0519 
Every business should have a funded buy-
sell agreement. Make sure that you have a 
proper buy-sell agreement drawn up that fits 
your business needs. There are two types of 
buy-sells and each has characteristics that 
should be understood by the business owner. 
First, the Entity Buy-Sell plan has the cor-
poration buying the insurance on each of the 
owners. This is normally done where there are 
three owners or more. The corporation owns 
the life insurance on each owner's life. There 
are only three insurance contracts needed. At 
the death of one of the owners, the insurance 
company pays the income tax-free death 
benefits to the corporation. The corporation 
then buys the deceased owner's share, based 
on the values agreed to in the buy-sell, from the 
deceased owner's estate. The estate receives a 
fair price, if the buy-sell is kept up-«rdate, or 
has a formula clause that operates to keep the 
price close to the company's fair market value. 
1\CQEY-
However, in the entity buy-sell plan, the 
survivors don't make out as well later when the 
business is eventually sold. Because the busi-
ness is the one carrying on the transaction, 
your ownership basis in your stock does not 
change. That means if you paid very little to get 
the business going, or it zoomed off into the 
stratosphere after you bought into it, you are 
going to have a whopping tax bill when you sell 
the business. 
When there are only two stockholders, I 
generally prefer the Cross-Purchase Buy:Out 
plan. The cross-purchase plan accomp_lishes 
the same results but with a different tWist. In 
this scenario, the corporation or business does 
not buy the insurance-each individual does. If 
there are two owners, A and 8, each purchase 
-~ 
October 30 - November 27' 1989 
Colton Conducts International 
Design Competitions For 
Senior Housing 
The Redevelopment Agency for the City of B 
Colton recently sponsored the first-ever inter- en e fit He I d 
national design competition for affordable 
elderly housing. The competition process took For L us k 
nearly a year. The professional judges were 
Donlyn Lyndon, Professor of Architecture at ArtS C t 
the l!niversity of California Berkley; Robert e fl e f 
Wellington Quigley, an architect from San A gala event, benefiting the proposed Lusk 
Diego; Dana Cuff, Professor of Architecture Performing Arts Center, was held recently at 
at the University of Southern California; and the Menifee Lakes Country Club in Menifee, 
Hilario F · Candela, an architect from Coral California. 
Gables, Florida. The benefit was hosted by John D. Lusk. 
Michael Pittas of Design/Development Chairman of The Lusk Company, and by 
· Services in Los Angeles served as architectural Robert McDole, President of the Mt San 
advisor to the competition. The four judges Jacinta College Foundation. The $100 per 
from the community were Connie Cisneros person event featured an elegant buffet and 
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vision personality, acted as Master of 
Ceremonies. 
The Lusk Performing Arts Center, planned 
to be built in several phases and funded 
through private sources, will be located on the 
Mt. Jacinta College Campus in the new town 
of Menifee, California. 
Phase I, scheduled to open in early 1993, 
will include a fully-equipped 500-seat theater 
with an ultimate seating capacity of 2,000 
when the entire complex is completed. 
Kaiser Steel 
Appoints 
Fawcett 
Executive V.P. 
Kaiser Steel Resources, Inc. announced 
recently that its board of directors had elected 
Gerald A. Fawcett executive vice president 
Fawcett will have increased responsibility for 
revenue production from all corporate assets, 
including Kaiser's former steel mill site near 
Fontana. He continues to serve as president of 
Kaiser's wholly-owned subsidiary, Kaiser 
Eagle Mountain, Inc., which the company 
formed to maximize the development of its 
assets at the former iron ore mining site in 
eastern Riverside County. 
Fawcett has served, since June 1988, as 
senior vice president of corporate develop-
ment. He has worked for Kaiser in various 
capacities for over thirty years. 
Fawcett, 56, is currently on the board of 
directors of Mine Reclamation Corporation, 
the Norwalk-based company which has leased 
property at Eagle Mountain from Kaiser Steel 
Resources for development of a rail haul solid 
waste management system. 
AD DEADLINE 
FOR NEXT ISSUE 
NOVEMBER 17, 1989 
Chairperson of the Redevelopment Agenc;, Johnny Grant, well-known radio and tete-
Charlie Gabriel, a downtown businessman; r--~=:-~~-~~~~~~~~~--------------------------------111 
and Hilda Garcia and Yolanda Bubello, who 0 
represented Colton's Senior Citizens Council. LEAS I G When the fmal votes were tallied, Vale rio 
Associates of Chicago emerged as the winner. 
Joseph Vale rio, president of the winning 
company, earned his Master of Architecture 
degree from UCLA in 1972. He has received 
numerous honors and serves as a consultant to 
the National Academy of Sciences and the 
National Endowment of the Arts. 
Vale rio Associates will design one hundred 
apartments on a 2.5 acre site in the center of 
Colton's historic district, an area that now 
contains turn-of-the century wood and stucco 
homes. 
The central focus for the project will be a 
public" green" for sitting and talking. Close by 
will be a village hall housing a community 
room. The crafts building, library and chapel 
each are separate from the apartment building 
clusters. Valerio emphasizes that he has 
designed the setting to draw people " out of 
their apartments, encouraging participation. 
" Thinking of a traditional small town, the 
steeples of the community churches are re-
called in the height and verticality of these 
landmark buildings." 
The apartments themselves are clustered in 
three-story buildings with four apartments on 
each floor. There will be balconies or porches 
to sit outside, a living room with two windows, 
ample light and cross ventilation, a window 
over each kitchen sink. and a private bedroom 
which will be screened from the front door. 
The materials will be the wood, stucco and 
shingles which have characterized the area 
historically. The form of the buildings will 
evolve from a strong square grid. From this 
base, Vale rio states, "The details of massing 
and window openings intentionally deny the 
normal order, becoming lighter and more open 
as the eye moves from base to top. The 
simplicity of the grid becomes more complex 
as windows, sunscreens and roof shapes are 
added until the project achieves the richness of 
the surrounding homes." 
The front door of the project will be a palm 
court across La Cadena from historic Fleming 
Park. This circle of trees will extend the park. 
enhancing the critical importance of this al-
ready existing community asset. At this ra~er 
dramatic entry, the reception room and admin-
istration areas will themselves become land-
mark buildings, conveniently located as well 
as being visually unique. . , 
According to Michael Pattas, the ctty s 
architectural advisor, "The Inte~ational 
Competition produced a winning destgn ~at 
·des a real sense of security for the seruor proVl . .th 
.d ts yet offers friendly interaction wt 
res1 en , ·n 
the neighboring community. The compl~x ~ 
rovide excellent housing and help revttahze 
p " Colton's historic downtown. 
, . . 
I :•o • ••,, 
.. , ·-
Phase I 
60,000-sq.-ft. Deluxe Office 
Ready for Occupancy 
December 1 989 
Your Move ••• 
Make it to Chino Corporate Center. 
CHINO CO RPORATE CENTER. the f1rst ma1or development 
of 1ts k1nd m the Chmo area. 1s a master-planned. m1xed-use 
development. encompassmg more than 50 acres near Ch1no 
Hills Parkway and Hwy 71 
The proposed master plan for the CHINO CORPORATE 
CE NTER currently tncludes up to 1 5 m1ll1on square feet of 
bu ild1ngs tncludmg off1ces. a shopp1ng center. restaurants. a 
daycare center. a hosp1tal and med1cal bu1 ld1ngs, an automo-
t1ve center retail stores. and a hotel/convention center 
The first phase of the pro1ect 1s a four-story steel-frame 60.000-
square-foot off1ce bu1ldmg (see photo) It Will be f1n1shed 1n 
white plaster and concrete. Reflect1ve spandrel panels and 
blue-green colored glass wmdows w1ll complete the exter1or of 
the bu ilding 
The est1mated complet1on date for the off1ce bu1ldmg 1s 
December 1989 The prem1er tenant of the first offtce bu1ld1ng 
1n the CHINO CORPORATE CENTER wtll be Pac1f1c States 
Casualty-a ma1or employer 1n the Chtno area. Luxury space on 
the f1rst and second floors IS available 
OTHER FINE DEVELOPMENTS IN CHINO 
BY RELCO INDUSTRIES: 
Schaefer lndustnal Park 
Corner Schaefer/Magnolia 
Coming-Wmter 1989 
Los Serranos Bustness Park 
Corner Centra l Avenue/ Htghway 71 
Com1ng - Summer 1990 
RELCD 
iNDUSTR I ES 
C all C arey Levy (71 4) 591 -341 2 
13751 Roswell Ave., Suite 0 • Chino, California 91710 
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Four Anchors Announced At Moreno Valley Mall 
Homart Development Co. announced today 
that Sears, May Co. and The Broadway will be 
anchor tenants for the first phase of Moreno 
Valley Mall at TownGate, a !-million-plus-
square-foot regional shopping center scheduled 
to open its first phase in 1992. 
Moreno Valley Mall at TownGate is being 
built on the site of the old Riverside Inter-
national Raceway. Initial construction for the 
mall began on September 18. 
Moreno Valley Mall is a joint-venture pro-
ject of Homart Development Co. and Fritz 
Dud a Co. Homart is in charge of mall develop-
ment, management and leasing while the Dud a 
Co. is responsible for overall site development 
at the TownGate planned community. The 
Jerde Partnership is designing the regional 
shopping center. 
Letters of agreement have been signed by 
May Co. for 160,000 square feet, The Broad-
way for 160,000 square feet and Sears for 
150,000 square feet According to Charles 
May, Homart Development Co.'s senior vice 
president of development In addition, 
negotiations are well along for a 150,000 
square-foot JC Penny store to be part of phase 
one, May added. The first phase will also 
include approximately 350,000 square feet of 
retail gross leasable area (GLA). 
A second phase will include several fashion 
department stores and additional retail outlets. 
The total mall build-out will be approximately 
1.2 million square feet 
The mall is part of the 590-acre mixed-use 
TownGate project, located at the southeast 
quadrant of Highway 60 (The Pomona Free-
way) and Day Street, being developed by Fritz 
Duda Co. In addition to the regional shopping 
center, TownGate will include medical offices, 
a hospital, a school, more than 2,000 residen-
American 
Marketing 
Association 
Charters Inland 
Counties 
Chapter 
Recently the California Inland Counties 
Chapter became the 96th and newest member 
of the American Marketing Association 
(AMA). Richard A. Kozak, Vice President of 
the Business Marketing Division of the AMA 
presented the charter to Madeline Pruett, 
outgoing chapter president, and to Ken 
Bartley, president-elect 
According to Bartley, the goals of the newly-
formed chapter are to offer opportunities for 
relevant training and networking among 
marketing professionals, and to make it possible 
for experienced marketers to make a contri-
bution to the profession. 
The Marketing Association of America 
represents the total marketing profession and, 
with 52,645 professional and student mem-
bers, is the world's largest association of 
marketing professionals. 
Cathedral City • • • 
Continued from page 3 
few years, first in the form of off-track betting 
and then some card casinos. But all that will 
take place on the Indian Reservations, and it's 
unfortunate the cities won't benefit from the 
revenue and the jobs." 
Conference 
tial units, parks and a Town Center complex. 
The first phase ofTownGate, already com-
pleted, includes TownGate Community 
Shopping Center, a 400,000-square-foot 
power center; TownGate Plaza, a 100,000-
square-foot office and restaurant grouping; 
and three residential tracts consisting of nearly 
500 single-family homes. 
Homart Development Co. is the real estate 
development arm of the Coldwell Banker Real 
Estate Group, a member of the Sears Finan-
cial Network. Founded by Sears, Roebuck and 
Co. in 1959, Homart has grown to be a leader 
in the commercial real estate industry with 
more than 7 5 million square feet of space to its 
credit nationwide. 
Fritz Duda Co. is an investment building 
and development firm active in Southern 
California for over 15 years. The firm specializes 
in the development of mixed-use planned 
communities and retail commercial development 
Grou 1990 ANNUAL REAL ESTATE FORECAST 
PASSAGE TO THE NINETIES 
Real estate industry leaders will analyze current events and forecast future trends in real estate 
econoruics, financing, development, tax and marketing at the Annual Real Estate Forecast on December 
6, 1989 at the Hyatt Regency Alicante, Garden Grove and December 7, 1989 at the Regent Beverly 
Wilshire Hotel, Beverly Hills. 
KEYNOTE SPEAKER 
HONORABLE MARTHA R SEGER, Member of Board of 
Governors, Federal Reserve System (Los Angeles) 
FEATURED SPEAKERS 
JOHN H. FULFORD, Senior Vice President, Federal National 
Mortgage Association (Fannie Mae); LAMAR C. KELLY, JR, 
Director, Asset and Real Estate Management Division, Resolution 
Trust Corporation; JOHN WElCHER, Assistant Secretary for 
Policy Development and Research. Department of Housing and 
Urban Development (HUD). 
ECONOMICS AND TAX PERSPECfiVES 
SANFORD R GOODKIN, Executive Director, Peat Marwick 
Main & Co./Goodkin Real Estate Consulting Group; STAN ROSS, 
Co-Managing Partner, Kenneth Leventhal & Company; MICHAEL 
S. SALKIN, Senior Vice President, Real Estate, First Interstate Bank. 
MAJOR REAL ESTATE DEVELOPMENTS 
ROBERT J. LOWE, Chaiman, Lowe Enterprises- New Lowe 
Properties; MICHAEL T. LUTION, Vice President, Irvine Office 
Company-Irvine Spect:rum; NELSON C. RISING, Senior Partner, 
Maguire-Thomas Partners-Playa Vista. 
REAL ESTATE DEVELOPMENT 
BRUCE A. KARATZ, President, CEO, Kaufman & Broad Home 
Corporation; ALAN D. LEVY, President, COO, Tishman West 
Companies; ARTHUR PEARLMAN, Partner, Riley/Pearlman; 
MICHAEL P. RUSSELL, Partner, The Linpro Company; 
J. HAROLD STREET, President, Development Services Group, 
The Koll Company; MICHAEL H. VOSS, President, Birtcher. 
GLOBALIZATION OF REAL ESTATE 
BRIAN BOUDREAU, Senior Vice President, TheY armouth Group; 
JACK S. COOPER, Vice President, Managing Director, Bank of 
America Investment Real Estate; THEODORE STERN, President, 
JMB Real Estate Group, Inc. 
REAL ESTATE FINANCE AND INVESTMENTS 
LAWRENCE W. DOYLE, Principal, Aldrich, Eastman & W altch; 
DAVID J. FEINGOLD, Vice President, Citicorp Real Estate; SIM 
C. HIXSON, Executive Vice President, Coast Savings; RICHARD 
PINK, Partner, Director of Acquisitions, TCW Realty Advisors; 
JOHN R PROVINE, President, Provine & Associates; GEORGE 
A. SMITH, Chairman, George Smith/Grubb & Ellis Financial 
Services. 
GENERAL INFORMATION 
PROGRAM: 8:30 A.M. to 5:00 P.M., December 6, 1989, Hyatt Regency Alicante, Garden Grove. 
December 7, 1989, Regent, Beverly Wilshire Hotel, Beverly Hills. 
5:00P.M. Cocktail reception, ORE exam. 
REGJSTRA TION FEE: Includes lunch, refreshments, cocktail reception and program material, $165.00, if paid 
on or before October 27, 1989; $175.00 if paid on or before November 27, 1989; $195.00, thereafter. 
AUDIO CASSETIE TAPES: For registrants, tape sets are $65.00, for non-registrants, tape sets are $95.00. Tapes 
will be mailed approximately three weeks after the conference. 
TAX DEDUCTIBLE FEE: The IRS allows an income tax deduction for educational expenses including 
registration fees and costs of travel (meals and lodging) for courses taken to maintain or improve skills 
required in your employment or business. 
ORE CREDIT: Approved for 9 hours of ORE credit. California Department of Real Estate Sopnsor No. 2232 
Consumer Protection. Written examination for successful completion. No re-examination. 
CPA CREDIT: CPA continuing education credit available. 
CANCELLATION POUCY: Canceliations received in writing on or before November 27, 1989 are subject to a 
$25.00 service fee. Substilut!ons, bur no refLmds, will be allowed after this date. 
This program will benefit all who are interested in real estate, including property owners, real estate brokers, 
mortgage brokers and bankers, sales, leasing and management agents, developers, contractors, attorneys and 
CPA's desiring added knowledge and skills in rer.l estate. 
For further infonnation contllct Darbara or Martin Stolzoff at (213) 836-7941 or (800) 225-9034 
October 30 - November 27, 1989 
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ONT To Host Chamber Expo 
Ontario Chamber 
of Commerce to 
Host 5th Annual 
Trade & 
Manufacturer's 
Expo 
Booth space and anticipation is mounding 
up for the 1989 Trade & Manufacturers' 
Expo, announced Linnie Gregory, of Com-
munity Credit Union and Expo chairperson. 
Scheduled for November 2-4, the expo 
provides an opportunity for businesses in the 
area to network with each other, display their 
goods and services, and expose their businesses 
to residents and business people of the Inland 
Empire. 
"With the theme of this year's expo being 
'Destination Ontario', what is more appro-
priate than to hold the expo at the Ontario's 
International airport in the former California 
Air National Guard hanger," said Ms. 
Gregory, "this will lend itself to a great attrac-
tion for families and a large enough building to 
supply ample space for the exhibitors and 
attenders." 
Dennis Watson, public relations manager 
for 0 NT Airport, is eager to assist and help the 
chamber with their plans. 
The building selected for the expo, located 
on the south side of ONT, was built by the 
Defense Department for the California Air 
National G uard and used till1985. The ANG 
is responsible for the complete funding of 
ONT's first, second and third runway exten-
sions. The first extension(800') came in 1952, 
the second ( 1 ,200') was completed in 1956, 
and the third ( 1 ,800') in 1962, each time to 
accommodate the speedy F86 and faster air-
craft being flown by the California Air 
National G uard. 
This year's Trade & Manufacturers' Expo 
will take on a different approach than most 
business expo's. Extending the days, past 
years expo days were Thursday and Friday 
only, this expo will open Thursday, Friday, 10 
am. to 8 p.m., and Saturday, 10 a.m. to 3 p.m. 
Saturday is geared to be public/family day and 
with the airport nearby offers families a chance 
to see ONT from "behind the scenes." 'Bubbles 
the Clown' will be on hand Saturday 11 a.m. 
till 3 p.m. greeting children and enter-
taining the crowd. 
Beechcraft West is 
an Executive 
Terminal SeiVing the 
Ontario 
International 
Airport in the 
Inland Empire 
Our terminal includes a spacious VIP 
Lobby, Conference Rooms, Pilots Lounge and 
Flight Planning Room. Beech craft ~est can 
handle all your service needs including cater-
ing car rentals and hotel reservations. Beech-
' · to craft West provides customer service 
. . 11 rporate aircraft general aVIation as we as co 
needs. 
"We offer participating exhibitors a real 
opportunity to sell their goods and services," 
stated Sheri Davis, interim executive vice 
president of the Ontario Chamber of Com-
merce. "Inviting the public and the business 
industry will give exhibitors a good customer 
base to 'cash-'n-carry' goods during expo 
hours. Past expos and most other chamber 
expos do not allow actual over-the-counter 
sales, we are looking forward to a new and 
exciting response to our expo." 
Free high powered business seminars are 
scheduled for Friday, November 3. Topics to 
be presented by top professionals in their fields 
are; Effective Communication In Management; 
Succession Planning for the Entrepreneur; 
Structure of Business and Business Ownership; 
How to Get the Most Out Of Advertising; 
How to Make Magazine Advertising Work 
For You; Update on 1989-90 Tax Laws; plus 
many others. 
Headquarters Offers 
Full SeiVice Offices 
Headquarters Companies (HQ), the world's 
largest executive suite operator, provi~s 
fully-serviced individual offices and smtes 
from 150 to 1,500 square feet in over 85 
prestigious locations, including Ontario 
Airport Center. . . 
At HQ Ontario, clients have mcluded m one 
monthly fee a receptionist to greet their clients, 
telephone answering, conference rooms, plus 
access to a full range of office equipment and 
administrative services, including word pro-
cessing and secretarial, mail service, fax, 
telex, copying, and executive lounge and more. 
HQ Ontario provides low-overhead. office 
.d al for independent professJOnals, space 1 e f 
1 . ted companies and branch offices o sa es-onen . . 
major national corporations. H Q chen~ m one 
location have access to the same benefits at 
any other center in the HQ network at reduced 
rates. 
Norstar Printing 
Expanding 
Operations 
Past experience and careful planning has 
played an important part in Norstar's success. 
The owners had been involved in the printing 
equipment business for 12 years before the 
opening the printing business. 
Only 14 months after beginning Norstar 
Printing, currently located at 2857 Pomona 
Blvd. in Pomona, the three co-owners have 
embarked on a major expansion program. 
What has for years been a landmark structure 
in the city of Pomona, the Bekin Building at 
Holt and Indian Hill boulevards, will soon 
house the new offices of Norstar Printing 
Corporation. 
Tentatively named the Inland Empire 
Robertson Property 
Builds and Manages 
Upscale Apartments 
Robertson Property Management Corp. 
builds and manages apartment communities 
nationwide. From our previous years of ex-
perience in home building, Robertson has 
incorporated the look and feel of a detached 
home with the convenience and security of 
apartment living. 
We would like to introduce our latest con-
cept . .. Robertson Luxury Suites! We offer a 
refreshing alternative to hotel stay. Upon 
request, we will completely set-up, at the 
location and floorplan of your choice, a 
Robertson Luxury Suite. Our corporate 
packages include: furniture, housewares, 
linens, bedding, utilities, decorator, micro-
wave, dishwasher, coffee-maker, T.V. and 
washer/dryer (maid service optional). All of 
the comforts and conveniences of home, for 
less than the cost of a moderately priced hotel. 
Graphics Center, the five-story, trend-setting 
business is the brainchild of Norstar owners 
Lloyd Mullens, Mike Mullens and Victor 
Soojinda. 
Norstar Printing currently boasts a state-of-
the-art, Heidelberg five-color press manu-
factured in Germany, and other smaller 
Heidelberg presses. 
Customer satisfaction is an additional factor 
in Norstar's success. "We are long-term 
thinkers who want to handle our clients' 
printing needs for many years, not just for one 
or two jobs," co-owner Mike Mullens noted. 
Quality and the use of the latest technological 
printing equipment are stressed. 
A staff of 26 full-time employees serves 
clients like Herbert Hawkins Realty, the 
Ontario Chamber, Tarbell Realty, Armor-All, 
Southern California Edison, Gale Banks 
Turbochargers, and In-n-Out Burgers. 
Norstar's Printing Corporation's roots and 
its future are firmly planted in the Inland 
Empire, Mullens noted. "We believe enough 
in the Inland Empire (that) we are very happy 
to reach into our pockets and make this kind of 
commitment." 
CPA Firm Frazer 
and Torbet Offer 
Clients Variety 
of Services 
Frazer and Torbet, a large local CPA firm, 
was founded in 1918, in Chicago, and ex-
panded to the west coast in 1946, where it 
currently has offices in the City oflndustry and 
Visalia 
Frazer and Torbet's primary objective is to 
provide quality services to quality clients. The 
firm has a varied clientele, but the emphasis is 
on manufacturing, wholesaling, service enter-
prises, agriculture and non-profit organiza-
tions. The audit and tax departments provide 
all traditional services to these clients, such as 
audited financial statements, preparation of 
income tax returns and tax planning. 
The management advisory services depart-
ment has expertise in litigation support, 
mergers and acquisitions, debt restructure and 
reorganizations, fmancing and bank relations, 
and real estate transactions. The department 
also offers a wide range of services related to 
micro-computers, including evaluation and 
selection of hardware and software and pnr 
vides on-going support. 
The principal emphasis of the integrated 
services department is in the preparation of 
client financial statements in dairy and other 
industries. However, the department is well 
versed in all areas of farm accounting including 
estate planning, tax projections and partnership 
formations and dissolutions. 
Frazer and Torbetoffers their clients unique 
benefits in that they are large enough to 
provide the variety and quality of expertise 
necessary to meet today's challenges, while 
still small enough to maintain close client 
relationships. 
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Earthquake 
Preparedness 
On The Job Site 
Hopefully, the tragic earthquake in San 
Francisco will teach us all a lesson. Earth-
quake preparedness weeks come and go, and 
we tend to ignore them. "The Big One" will 
never happen to us. Well, it did happen to the 
Bay Area and much of northern California, 
and we in the Inland Empire are, unfor-
tunately, no more or less immune than anyone 
else in California 
Individual families need to be prepared for 
earthquakes, but so does business and indus-
try. Most adults spend, at least, one-third of 
each weekday at work. The Bay Area quake 
struck just as the workday was about to end for 
millions of workers. 
What is the lesson to be learned? As a 
company or business, we also need to be 
prepared for an earthquake, with all that it 
implies. We need to make sure that on our 
premises, for example, we have enough bottled 
water to last at least three days for all 
employees in our building. We need to stock 
enough canned food We need to have stored 
away also, in an accessible place, blankets and 
bedding, a portable radio, spare batteries, a 
camping stove, flashlights and other emer-
gency equipment 
Once we've survived an initial earthquake, 
we need to know, in advance, the safest place 
to gather and wait for the aftershocks. It may 
take several days before they subside and 
some sort of normalcy is restored. 
Earthquakes are so unpredictable in where 
and in what magnitude they will strike. We all 
have a tendency to shrug off the preparedness 
warnings because we either think it won't 
happen here or, if it does, there is little we can 
do about it 
That type of thinking could not be further 
from the truth. There is a lot we can do to 
prevent injuries, disease and even loss of life 
after a quake hits. 
As business leaders, it is our responsibility 
to ensure the protection of our employees as 
conscientiously and carefully as we would 
protect members of our own family. 
In Praise Of 
Presley's School 
Funds' Bill 
We applaud Senator Robert Presley (D., 
Riverside) in his successful attempt to keep 
much needed school funds within rapidly 
expanding school districts, instead of requiring 
the districts to tum the money over to a state 
fund for general distribution. Why the legis-
lature saw fit, in 1986, to require this absurdity 
beginning in January 1987, we do not pretend 
to know. 
Now, however, the way is clear for school 
districts to retain developers' fees as a way of 
retiring the debts they inevitably incur, as more 
and more young families move into the Inland 
Empire with school-age children. 
As one might expect, the new legislation will 
most help the rapidly growing school district, 
like Moreno Valley, Palm Springs and Lake 
Elsinore. Indeed, it will assist any school 
district that is struggling to keep pace with the 
need for new schools and has to incur debt to 
get them built 
Again, Senator Presley has demonstrated 
the exemplary qualities of analyzing public 
problems correctly and pushing through to a 
solution of them. 
Growth Needs 
Scrutiny Against 
Corruption 
Riverside and San Bernardino Counties are 
not the first Southern California areas to 
experience explosive growth. Consequently, 
whenever possible, we should learn from the 
mistakes neighboring counties have made. 
In an era of rapid development and expan-
sion, there are, unfortunately, many oppor-
tunities for public officials to become em-
broiled in illegal activities that line their own 
. pockets. In a neighboring county, for example, 
about a decade ago, a host of public officials 
were indicted and convicted for accepting 
bribes, malfeasance in office, and other 
criminal actions against their sworn public 
trust 
Graft and corruption are as old as politics 
itself, but they seem to flourish especially during 
rapid change. If, in the next decade, as all 
indicators predict, we are going to see unpre-
cedented growth in the Inland Empire, the 
danger of corruption will be especially great 
We can look back and laugh at a figure, like 
George Washington Plunkitt, of New York's 
tum-of-the-century Tammany Hall who, when 
caught with his hand in the public till, simply 
stated, "I seen my opportunities and I took 
'em." Political corruption, however, is not so 
funny when it happens in our own back yard. 
We believe that it is the responsibility of 
businesses and business organizations, like 
chambers of commerce and trade associations, 
to serve as watchdogs and expose wrongs by 
public officials before they become the rule 
rather than the exception. As business leaders, 
we need to keep a close eye on both elected 
officials and those appointees who staff the 
federal, state and local bureaucracies, not 
because they are intrinsically untrustworthy 
men and women, but because, in an era of 
confusion caused by rapid growth, it is still 
easy for the callous public official "to see his 
opportunities and just take 'em." 
Let's Get 
America 
Booked Now 
Did you know that it is possible to eliminate 
illiteracy in this country? The key is to get our 
young people to start reading now. That's why 
for years, Barbara Bush has supported and 
worked with RIP-Reading is Fundamental. 
RIF is the national organization that's helping 
millions of children discover the joy of reading. 
Learn more about RIF. And how you can help. 
Because reading is absolutely fundamental to 
America's future. Write RIF, Box 23444, 
Washington, D.C. 20026. 
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Section 89 
Testing Delayed 
By IRS 
By Barbara Crouch 
The Internal Revenue Service issued a 
notice giving employers additional relief for 
testing benefit plans under Internal Revenue 
Code Section 89. The new deadline for start-
ing Section 89 rules is December 1. Legis-
lation enacted in 1986 requires employers to 
demonstrate that health and group life in-
surance do not favor highly-paid workers. The 
original deadline of January 1, 1988 had been 
postponed to October 1. 
The law has been under the fire since its 
enactment It has ben bitterly opposed by 
employer organizations, such as the Mer-
chants and Manufacturers Association, busi-
ness organizations and tax professionals. 
M & M maintains that the benefits rule 
should be repealed because it is so complex, 
costly and time-consuming and will drive 
many small employers out of business. The 
rule will only frustrate employers from fulfill-
ing their goal of equalizing benefits. Employers 
will find it easier to drop the benefits al-
together rather than extend them to all workers. 
In a surprise announcement, House Ways 
and Means Committee Chairman Dan 
Rostenkowski now says that he would alter his 
long-standing position in favor of Section 89. 
In fact, he now says he will support a move to 
repeal it 
"I have come to the conclusion that Section 
89 should be repealed," Rostenkowski said 
But," he added, "nondiscrimination rules 
should be established for "executive only" 
health plans and the health plans of pro-
fessional service organizations. These are the 
plans he has identified as clearly discrminatory 
in abuse. 
House Small Business Committee Chairman 
John La Falce (D-N.Y.) whose repeal bill, 
H.R 634, has 317 co-sponsors, praised the 
Rostenkowski move. 
Several measures affecting Section 89 are 
pending in the Congress. One measure, which 
passed both houses but must be reconciled by 
conferees, would delay the start of the rule 
until October 1, 1990. Another, passed by the 
Senate and by the House Ways and Means 
Committee, would revamp but not rescind the 
rules and postpone the effective date until 
January 1st 
House Defeats Section 89 
As an integral part of its consideration on 
the new budget reconciliation legislative pack-
age, the House soundly rejected the much 
reviled Section 89 with a 390-36 vote 
(Sepwmber 27). At the same time, the House 
rejected a proposal sponsored by the Ways 
and Means Committee to give employees 
more say in the operation of company pension 
plans. The capital gains measure and the 
legislation involving Section 89 and pensions 
are part of a catch-all bill that was dr_afted to 
bring revenue and expenditures in line with 
overall budget targets set by Congress. 
Barbara Crouch is Inland Empire Manager for 
·the Merchants and Manufacturers Associa-
tions. Offices are located at 3600 Lime Street, 
Suite 326, Riverside, CA 92501. Phone 
(714) 784-9430. 
LETTERS TO THE EDITOR: 
Dear Editor, 
Re: Veto the Veto 
Editorial. VoL 1 Number 4 
I was shocked at your editorial on the Air 
Quality Management District You are the 
first publication actually to bring out the other 
side of the issue. You are quite correct in what 
you say. Please let me amplify a number of 
your points and add a few of my own. 
The very idea of the Constitution was to 
prevent Tyranny. The three branches of 
government, with differing terms, differing 
powers, and differing means to power, offer a 
system of checks and balances that safeguard 
against Tyranny, but only as long as the 
Constitution is followed in its original meaning. 
Can you tell me which branch the AQMD, 
CARB, or the EPA belong to? As you pointed 
out, they can veto. That makes them Executive, 
right? They write laws, so that makes them 
Legislative, right? But, they also interpret and 
enforce laws, so that makes them Judicial, 
right? But, then we didn't elect them. Who is 
the boss of the EPA? 
But, they are doing good things, and, as you 
said, nobody wants dirty air. But, how do we 
know that they are going good things? Because 
they tell us they are doing good things. 
It is bad enough that we non-technocrat 
laymen have to take the AQMD's word on all 
the scientific jargon and mounds of published 
studies are unintelligible even to well-educated 
people. We have to remain ignorant m the face 
of Tyranny. 
Does Hitler live? Who else could conceive 
such evil? Lies built upon lies. A marketing 
campaign filled with misconceptions designed 
to disguise and excuse a full-fledged dictator-
ship with a proposed army of 80,000 soldiers 
in the Inland Empire alone. An army whose 
sole purpose is to enforce unconstitutional 
"laws." "Laws" open to instant interpretation. 
"Laws" that can be interpreted to mean that 
any or all businesses must be shut down. 
"Laws" that can levy any fine. "Laws" that 
can allow forced entry into my home. "Laws" 
that allow any vehicle to be stopped and 
searched. Your vote is no longer needed for 
these "laws" to be passed. Neither is your job 
needed! Yes, we are about to lose yet more 
freedom. But, just as importantly, Free Enter-
prise will suffer. It is Free Enterprise that has 
kept America strong and free. The AQMD, 
CARB, and the EPA are all attacking Free 
Enterprise just as surely as Hitler would have, 
were he living in Sacramento or Washington, 
D.C. "Laws" requiring catalytic converters 
can actually do more harm than good. If only 
the officially recognized devices are allowed, 
right or wrong, we can use nothing else, and the 
problem remains - forever! 
Sincerely, 
Monty Campbell 
Montclair, CA 
October 30 - November 27' 1989 
The INLAND EMPIRE BUSINESS JOURNAL recently 
conducted a close-up interview with Ruben Ayala, State 
Senator from the 34th Senatorial District, which encompasses 
Panama, Chino, Fontana, and San Bernardino. Ayala, a 
Democrat, was first elected to the California State Senate in 
19_74. He chairs the Agn·culture and Water Resources Com-
mlftee and serves on Appropriations, Local Government, and 
Ret•en~e and Taxation. He also serves on three joint legislative 
c~mmzttees: Rules, Audit and Fair Allocation and Classifica-
tron. Among the Select Committees on which he currently 
sen•es are Small Buszness Enterprises and Fairs and Rural 
Issues. He also is a member of two subcommittees, Dairy 
Practices and Marketing and Redevelopment of Antiquated 
Subdivisions. 
Born in Chino, Senator Ayala attended UCLA and graduated 
from the National Electronics Institute in Los Angeles. He 
served with the first Marine Division in the South Pacific 
during World War II.. 
He has been selected as Legislator of the Year by the 
California Veterans of Foreign Wars, the Association of 
California Water Agencies and the American Public Works 
Association. 
IEBJ: Senator, what do you think is the most pressing problem 
facing the Inland Empire today? 
Senator Ayala: I couldn' t give you a priority list We face so 
many serious problems. I would certainly rate crime and drug 
abuse near the top. Those problems are just getting more and 
more out of control. It's just too simplistic to tell kids to " Just say 
no!" The issues are much more complex than that. 
IEBJ: What do you think ought to be done about these two 
issues, which are obviously related? 
Senator Ayala: It' s going to require funding- and lots of it-
whether people like it or not You don't declare war, and then 
provide no soldiers. By the way, I just got back from a trip to the 
U.S.S R , and drugs and c rime are serious problems there also. 
But that's neither here nor there. We've got to face up to the 
problems here in the United States and be willing to pay for the 
solutions. 
IEBJ: You chair the Agriculture and Water Resources 
Committee. What issues do you see as most critical in that area? 
Senator Ayala: The whole question of environmental pollution 
is a huge problem. It involves not just clean water, but the air we 
breathe and disposal of our solid waste. As a county supervisor 
twenty years ago, I argued that the Kaiser Company's Eagle 
Mountain site and the trains traveling back and forth could be 
part of the solution to our solid waste problems. Two decades 
later, people are getting around to taking that seriously. Back 
then, I asked for a feasibility study, but it was voted down as just 
too expensive. 
The truth is that we are running out of places to put our solid 
waste. and some solutions are going to have to be found quickly. 
There are some hopeful signs. I've been working, for example, 
with the C hino Municipal Water District and the Chino dairies 
to set up a compost plant where both dairy waste and paper mill 
waste from Pomona can be put to good use. Such a compost 
could be marketed commercially and be a boon to the farmer and 
the weekend gardner alike. It's a form of recyling. Every 
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indication is that it would not contaminate the underground 
water supply. 
IEBJ: What if subsequent tests showed that there was 
contamination? 
Senator Ayala: If that turned out to be the case, we could easily 
build a cement floor underneath. I want to emphasize again. We 
don't have much time left just to ponder these issues. In 18-24 
months, we're going to run out of waste disposal capacity in 
Chino and other areas, and then homebuilding stops. Think of 
the implications of that for the whole economy. 
IEBJ: Senator, how did you get your start in politics? 
Senator Ayala: Well, in 1955, I was elected to the Chino School 
Board, and while I was still serving on the Board, I was elected to 
the City Council. In the middle of my second term as Council-
man, the Council got to my ego and elected me Mayor. Since the 
five-member council elected the mayor from amongst them-
selves, it didn't mean much. I could be outvoted anytime. 
Then I successfully ran for County Supervisor against the 
incumbent Paul Young, the former mayor of Colton. In a special 
election held in January 1974, I was elected to the State Senate 
and have served there ever since. After only two years, in 1976, I 
became Chairman of the Agriculture and Water Resources 
Committee. 
IEBJ: Getting back to the question about problems facing the 
Inland Empire, what else do you see as pressing matters? 
Senator Ayala: Well, there' s certainly traffic congestion. 
Everyone knows that I'm totally in favor of rapid transit 
solutions and have been for twenty years. I remember working 
with Pete Schabarum about Los Angeles to San Bernardino 
passenger rail back in the 1960's. But that' s something else that's 
going to take funding. A bond issue and a~¢ sales tax increase 
on this coming November's ballot, hopefully, will be steps in that 
direction. One thing I am not in favor of is the proposal for a 
bullet train between Ontario and Las Vegas. All I can see in it is 
that we would tum Ontario into a parking lot The commission 
looking into that proposal includes legislators from all over 
California. They're not sensitive to what it would mean to this 
area, particularly when they're being wined and dined by the Las 
GUEST COMMENTARY 
Vegas lobby. I'll need a whole lot of convincing to support that 
one. 
IEBJ: Aren't there other solutions to traffic gridlock and air 
pollution besides rapid transit? 
Senator Ayala: Oh, yes. There's ride-sharing, staggered work 
hours, additional freeway lanes-we need all these and more to 
come to grips with the problem. 
Education is another big priority. Just today I learned that the 
school district here, through its non-profit land corporation, is 
going to try to raise $'30 million to buy 300 acres of land for 12 
new schools and an administration building. So many young 
families are moving into the Inland Empire that we can barely, if 
at all, keep up with the demand for new schools. 
Than there's the whole issue of housing for low income people. 
That's especially critical when it comes to senior citizens on 
fixed incomes. They're the generation that has given us the 
prosperity we have today. We can't tum our backs on them. We 
need to reward them, not let them die on the streets from hunger. 
IEBJ: Your position on family planning has received 
considerable publicity. Could you comment on that? 
Senator Ayala: Certainly. I'm in favor of preventive family 
planning services and using public funds to support such 
services. As long as I'm convinced that those family planning 
clinics don't refer to abortion clinics or fund abortions I'll 
' 
support them. We do need funding for family counseling, for pre-
natal services and for post-natal services. Planning and 
counseling in the beginning will keep an awful lot of people off 
the welfare roles later on. 
IEBJ: Senator, you're an incredibly busy man. How do you 
relax? What do you do in your leisure time? 
Senator Ayala: I spend my leisure time trying to find some 
leisure time. I'm in my 35th year of public service. I enjoy 
serving the people. I represent the people of my district in 
Sacramento, not any party or race or ethnic group or any special 
interest 
IEBJ: You did recently, did you not, successfully amend some 
legislation that will bring state funds to the district to build 
several new parks? 
Senator Ayala: Yes, that's right Those were Senate Bill331 by 
Dan McCorquodale of San Jose and AB 1580 by Assembly 
Speaker Willie Brown. My amendments will bring a $100,000 
grant to build a multi-purpose facility at the Prado Dam project, 
a $100,000 for the Santa Ana River Trail project, a $75,000 
grant for renovation of Philadelphia Park in Pomona, $65,000 to 
upgarde Oakridge Park in Fontana, $70,000 to pay for repairs, 
equipment, and a new swimming pool at Nunez Park in San 
Bernardino, and $90,000 to build restrooms at McCloud Park in 
Chino. That was pure parkbarrellegislation. I readily admit If 
others are getting their share, I'm always going to be sure that my 
district gets its fair share. 
IEBJ: Senator, could you summarize your philosophy of 
government? 
Senator Ayala: It's very simple. I don't take Ruben Ayala too 
seriously. I do take my responsibilities seriously. All the offices 
I've held were there long before I came along. There's a rumor 
floating around that they'll all still be there long after I'm gone. 
But, as I pass through, I intend to give it my very best shot 
Capital Gains 
Tax Cut Should 
Be Long Term 
and Geared to 
Business Owners 
and Housing 
Developers 
by Harvey A. Goldstein, CPA 
Managing Partner 
Singer, Lewak, Greenbaum 
& Goldstein 
same money rich people earn by putting their 
money to work is taxed at half that rate? 
As a CPA and managing partner of a 
regional CPA firm who has worked with 
thousands of entrepreneurs over the years, I 
like the idea of giving investors. especially 
those who invest in business, a tax benefit for 
productive investments. I consider myself a 
small business advocate. I've lobbied Con-
gress for years to pass a bill to benefit small 
business investors. But the newly approved 
measure only looks good on the surface. 
CPAs and Management 
Consultants 
Late in September the House voted to 
reduce the tax on capital gains to a maximum 
of 19%. Republicans say the tax cut will 
stimulate economic growth by providing an 
incentive for individuals to create new 
business. Democrats oppose the tax cut for 
being a giveaway to the rich that will only 
widen the budget deficit in future years. Why, 
they demand, should money you earn from 
working be taxed at up to 28 percent while the 
Frankly, the bill passed by Congress is a 
ruse. It is created for the express purpose of 
raising revenue for a 27 month period so 
Congress and the Administration can give the 
impression they're reducing the deficit. The 
capital gains measure is designed to induce 
Continue on page 26 Harvey A. Goldstein 
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Riverside's 
Orange Tree 
Plaza 
Redevelopment 
Poised For 
Third Try 
For the third time in three years, Riverside's 
Orange Tree Plaza redevelopment has a new 
team poised to tackle the project. The first 
developer, Orange Tree Associates of Oak-
land, was fired by the city after finding that the 
company was in serious default on its initial 
agreement More recently, Century West 
Development, Inc. of Santa Ana has been 
negotiating with the City of Riverside Re-
development Agency as the designated 
developer. 
A joint statement, recently issued by River-
side Redevelopment Director, Margueretta 
Gulati and a spokesman for Century West 
Development, Inc. announced that Century 
West would step down as developer for the 
project. The most immediate issue appeared to 
revolve around the city's concern that Century 
West could or would not demonstrate a finan-
cial commitment prior to city officials pre-
senting a $1 million federal grant to help 
subsidize the project. A financial commitment, 
clearly stated in writing by the principles of the 
development company could considerably 
increase the chances of the city receiving the 
solely needed federal funds. 
"Century West made the decision that this 
was not the best project for them to commit 
their resources to at this particular time," said 
Gulati. 
Orange Tree Plaza is in the block in 
downtown Riverside bounded by Orange, 
Main, Fifth and Sixth Streets. The Century 
West plan was for offices, retail shops, a 
parking structure and middle to upper-middle 
income housing. 
The Inland Empire Business Journal spoke 
with John Dudzinsky, Project Manager at 
Orange Tree Plaza for Century West 
"We really made the decision," he said. 
"We parted with the city on good terms. There 
were certainly no bad feelings. We simply 
felt, " said Dudzinsky, "that our time, resources 
and effort could, far more profitably, be spent 
elsewhere. The return on our dollar investment 
was simply not enough. 
"We're a small company. We were new 
going into that kind of complex, mixed use 
project with so many variables to consider. 
The creation of a suburban atmosphere- at the 
core of a deteriorating downtown area. There 
are all the mixed-use issues within such a small 
area. And, the city needs it to be affordable 
while the developer makes a profit Inner city 
redevelopment is a very, very intricate game. 
Make no mistake about it, though, we were not 
fired. We saw the problems and withdrew 
before we got the city redevelopment agency or 
our company into any trouble." 
As it turned out, the federal money never 
materialized anyway. Maggie Gulati was out 
of town, but we spoke with the Orange Tree 
Plaza Project Director in the city's Redevelotr 
ment Agency, Conrad Guzkowski. 
"What we were trying to do," said 
Guzkowski, "was to see if we could get some 
federal money out of a dying program. Urban 
Development Action Grants (UDAGs) have 
helped a lot of cities with their downtown 
renovations. Now the program is being phased 
out for good. Housing and Urban Develotr 
ment put all the unused money into one last 
fund and sent out RFP's (Requests for 
Proposals). We would up sending in a $3 
million dollar proposal instead of our origi-
nally-intended $1 million request, but we got 
turned down. It's nothing to lose heart over. 
Practically every city in the county submitted 
proposals trying to make one last grab at the 
now evaporated UDAG funds." 
The newest development team is a joint 
venture between Hopkins Development Com-
pany ofNewport Beach and Wilmore Develotr 
ment Corporation in Santa Ana. The two 
companies have worked together before on 
mixed-use projects, one of the most prominent 
being a 72-acre shopping area in La Habra. 
Hopkins has more experience in retail develotr 
ment, while Wilmore brings considerable 
experience to residential projects. 
A Riverside area developer, who asked not 
to be identified, said that there is nothing more 
difficult, in terms of design and money, than to 
develop a decaying downtown area into a 
quasi-suburban island on a small space in the 
middle of the city. He stated that the mixed-use 
and marketing issues alone were enormous. 
IEBJ also interviewed Steve Albright of 
Keep Riverside Ahead 
"I haven't followed that project in terms of 
developers," Albright said. "My perceptions 
are in the realm of how the project relates to the 
whole downtown district We want a lively 
downtown area that will attract new businesses 
and new jobs. A lively downtown gives the 
impression of a dynamic community. 
"That includes the Mission Inn Annex. 
That will, obviously, have to be tom down or 
renovated. 
"What we're trying to do is bring the wave of 
the future here in Southern California, but it 
hasn't caught on yet We want people living a 
good lifestyle in downtown condominiums, 
while business and industry cluster around. 
It's not a new concept to older eastern cities, 
but we're just getting our feet wet here. So far, 
for example, San Diego has been very success-
ful in this respect. 
"I'm convinced that the project will occur," 
continued Albright, "but along the way, we 
have to consider historic preservation, upscale 
housing, businesses and retail shops- all rolled 
. into one small area. It's not easy from either 
side, from the city's side or the developer's 
side." 
John Withers of Hopkins Development 
talked with the IEBJ about their excitement to 
be involved along with Wilmore. 
"We know how to do redevelopment," said 
Withers. "That's a good start Then we 
inherited an excellent design from Century 
West. Now that UDAG has turned the city 
down on any type of project, we have to find 
another way to go and reform our thinking. 
"Because of end of the summer vacations 
and the like, we've never all sat down together 
in one room and started the planning process 
stetrby-step. That will start to happen the 
week of October 16th. 
October 30 - November 27, 1989 
"Also involved will be Stone & Youngberg, 
the city of Riverside's bond underwriters, the 
city's investment bankers, if you will. They 
v.rill be a crucial part of this process. 
"Our tentative plan calls for 12,300 square 
feet of retail space, 21,400 square feet of office 
space, 74 rental units in one location and 120 
units at a second housing site. We're also 
considering everything we could possibly do to 
rehabilitate the Mission Inn Annex. 
"I might also say," continued Withers, 
"that we are most impressed with the dedi-
cation, professionalism and political leader-
ship in the city of Riverside from the Re-
development Agency to the City Council. We 
don' t see that all the time, you know. We're 
doing similar projects in San Francisco and 
San Diego. These projects will increasingly 
alter the design and lifestyle at the core of older 
Southern California cities. We're proud to be 
on the cutting edge of that" 
None of the Wilmore Development key 
individuals involved in the Orange Tree Plaza 
Project could be reached for comment, although 
Withers assured the IEBJ that dedication and 
excitement was just as high within Hopkins' 
partner company. 
$20 Million To 
Local Schools 
A Bill authored by Senator Robert Presley, 
(D) Riverside, which will save Riverside 
County school districts a total of $20 million, 
was recently signed into law by Governor 
Deukmejian. The Palm Springs School Dis-
trict, Moreno Valley Unified, Lake Elsinore 
and possibly other districts will derive signifi-
cant savings from provisions in the Bill which 
allow school districts to use developer fee 
monies to retire school facilities base 
payments 
A state law, which went into effect on 
January 1, 1987, revised what school districts 
could do with fees charged to developers and 
builders in their districts. The districts, which 
had already allocated such fees toward con-
struction, were caught in the middle when state 
law required that all such fees be turned over to 
the state for general construction purposes. 
Senator Presley's Bill, SB 139, revises the 
earlier legislation in that it allows affected 
school districts to retain developer fee monies 
in order to retire any contractual obligations 
entered into prior to the establishment of a 
state program, which requires these monies to 
be sent to the state as matching funds for new 
construction of local school facilities. Up to 
this point, schools have often been forced to 
use dollars earmarked for educational pro-
grams to retire their debts. 
The savings to the Palm Springs School 
District are estimated to be over $6 million, for 
Moreno Valley Unified almost $13 million, 
and for the Lake Elsinore District, $2.5 million. 
Commented Presley, "The state changed 
the rules regarding use of developer fees back 
in 1987, leaving school districts who had 
already contractually obligated these monies 
high and dry. This legislation will now rectify 
that situation." 
THE FIRST NAME IN 
OFFICE FURNITURE RENTAL 
ROBERTS 
RENTS FURNITURE 
• Roberts has the lookl 
• Roberts has the pricel 
• Roberts has the 
delivery fast' 
• Option to buy! 
Call us, we'll 
come to you 
{714) 757-1910 
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The15 Largest Accounting Firms in the Inland Empire 
..... CPII, ....... # En•l111• ...... ••.... ...... 
'=::' IIIII ..... LE. LE. LE. LE. .... ~ 111n111111: 1 EmtiYe-.g 55 8 100 2 118 New Yor1< Bill Courtneciic Mng. Manufacturing, distritxrtion, health care, 3750 University Ave., Ste. 600 Partner, R ; lbl real estate & oonstruction, prdessional Riverside, CA 92501 Eckert, Mgn. Ptnr., services, employee benefits and (* 2 Locations) Riverside; COf11)ensation serw:es, entrepreneurial 
Rive: (714) 682-5500 services, financial services, 
high tedmol<gy 
2 = ..... ....., .... 20 8 29 1 1 San fb1akj Rogers Ful service; estate planniJJ. N. 0 Street Bemadiro Managing Partner real estate ii'NeStna1ts San Bernardino, CA 92401 (714) 889-{)871 
3 Eldle lhywe 20 7 50 3 3 San Kenneth Patterson Full service; constructioo, closely held 330 N. D Suite 500 Bemardim Managing Partner oosinesses, computer consulting San Bernardino, CA 92401 (714) 889-Q071 
4 IICIIII. Lilli I Allw•. CPAI 20 6 33 1 1 laVerne Royce Stutzman Ftl service, financial ptan.ling, ltigatiorl, 2100 Foothill flvd. Managing Partner marketing, construction seMces, La Verne. CA 91750 (714) 593-4911 real estate seMces. 
5 IMPG Pal .. wick 20 3 26 1 100 New Yor1< Howard Bland Real estate, rnarufacturing. construction, 701 N. Haven Ave., #200 City Managing Partner privately owned oompanies. Ontcrio, CA 91764 (714) 945-2511 
6 Price ........ 20 1 30 1 114 New York Paul SuOOeen ~tax;~ 3403 Tenth St., Suite 800 (lty Partner-ln-Olarge. small tlJsiness, Riverside, CA 92501 Riverside Office 00111)rofil (714) 684..s411 
7 lllltnlll. Trtne, DIJ I Co. 13 7 47 1 Ontario Ga~ Cichella School audits, banks, construction, 125 W. F St rtner small businesses. 
Ontario, CA 91762 (714) 983-7557 
8 llciiMIIIr I Pllll 11 4 27 1 70 Jb:k Bill Heitritter Variety-tax. ~ CCJn1JUl8r 
303 Vanderbilt Way, Suite 200 lslcwl, Partner-ln-Olarge. oonsulting; small to mediJn 
San Bernardino, CA 92408 IL San Bernardino sized~ (714) 824-7896 
9 Melon a.a•son 10 8 18 1 Fontana Robert Mellon [A}ct<JS, dentists, trucking, 
P.O. Box 485, 168050 Seville Ave. Managing Partner construction. 
Fontana CA 92334 (714) 877-3637 
10 Swellllk....., 10 3 16 1 1 Ontario TomSe~r Full service, rnarlJfacttJiwJ 
2890 trmct ~re Bw., Ste. 102 Prine I (714) =867 Ontario, CA 91764 
11 Rell"'lon McCIIIIm I Co. 8 3 18 1 1 Upland Walter Reardon Full service; concentratioo in real estate 
846 W. Foothill EJvd. Managing Partner investors, tax planning, and marufacturing 
Upland, CA 91786 (714) 985-7285 and service professionals. 
12 ................ 7 7 35 1 Riverside Sam landis Full service. 
Imperial Bank &Jilding Managing Partner 
P.O. Box 1529-92502 (714) 683-7500 
3845 Mar1<et Street 
Riverside, CA 92501 
13 lilnls• I Associates 6 2 11 1 1 Covina Robert Garrisoo J\rtormbile dealerships. 
927 Village Oaks Drive Managing Partner 
Covina, CA 91724 (714) 620-5301 
14 11nll, lJnniL ..... 5 4 16 1 1 Upland Bob Thrall Full ser.a. Coq:xrate President 700 N. MOuntain Ave. (714) 946-7760 Upland, CA 91786 . 
Genske I Assoclltes 5 N/A 15 N/A N/A N/A N/A N/A 15 
12960 Central Avenue 
Olino, CA 
. . f th' rst was provided by Singer Lewak. Greenbaum & Goldstein. Note: The information in the above list was obtained from the CPA firms 
The 1nformat100 or IS 1 ' ~ 1989 by Inland Empire Business Journal 
themselves. 
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GRADUATE BUSINESS PROGRAMS 
MBA/MS 
MIMII • Master of Business Administration 
• Master of Science in Business 
Organizational Management 
p am track options are available for stu~~~s who hold non-business as well as 
business baccalaureate degrees. 
Applications 
are now being 
accepted 
For Further Information: 
Graduate Office · 
UniversityofLa Verne 
1950 Third Street 
La Verne, CA 91750 
(714) 593-3511 Ext. 4244 
SUBSCRIBE 
YES! I want to join today 's winners. Please send me the 
next 12 issues of Inland Empire Business Journal at the low 
introductory rate of $6.00. 
The Business Journal that provides you with 
sophisticated, authoritative, concise informa-
tion to help you operate your company more 
effectively and profitably - you will be 
updated~ and informed on new strategies to deal 
____ wi_!!l~ld .,eroblems. _ _________________ _ 
Name _____ ___ Title ---- ----
Company--- -- -----------
Address ------- ----------
City ------ - - State - - Zip-- - --
Phone ____ _ ___ Date--------
o Check enclosed ($6 dollars) 
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Business Insurance: A Key To Increasing Profits 
by William D. Bolton , 
Chairman and CEO 
Bolton & Company 
Ten years ago. business insurance may have 
been a minor expense for a company. Today, 
~u~ to increasing premiums brought about by a 
nsmg number of claims insurance may be a 
firm's largest single expense item. behind 
direct labor costs. 
By properly reviewing your business in-
surance. you can probably save money. 
Bottom line premium costs are important, but 
should not be your only deciding factor. 
Purchasing insurance based on price only may 
create a short-term state of euphoria. However, 
in the long run, it can result in lost coverage 
and even higher insurance premiums. 
What's the best way to fmd the right type of 
insurance? Should you 'shop' the market? 
And, how do you fmd the best deal? Here's 
how to do it right 
COMMON ASSUMPTIONS 
Buying business insurance involves careful 
consideration of many elements. Disaster 
msurance, general liability, workman's com-
pensation, and property msurance are only 
three of the key policies that merit attention. 
When reviewing insurance needs, business 
owners frequently make the following incorrect 
assumptions. 
1. All insurance policies are the same. 
2. All insurance companies have the same 
attitude toward claims. 
3. The lowest price is the best price. 
4. Purchasing workers' compensation on 
the basis of dividends is the best course 
of action. 
5. Moving accounts from carrier to carrier 
delivers the lowest price. 
These five common misconceptions can 
lead the business owner astray when he is 
considering insurance options. Even though 
common sense tells the owner to search for the 
'best deal,' he needs to be aware that more than 
price must be considered if his firm is to be 
adequately covered. 
BUYING INSURANCE: A FOUR-STEP 
PROCESS 
Today's commercial insurance marketplace 
is competitive with respect to both price and 
coverage. By following a few simple guidelines, 
management can get needed coverage at a 
price that is acceptable and realistic. 
1. Examine insurance costs over a five 
year period. 
Insurance costs are usually reviewed on an 
armual basis; however, a long-term approach 
can be more realistic. The insurance market, 
like the stock market and the consumer price 
index, is influenced by a variety of economic 
factors and can fluctuate widely. A less reput-
able firm may offer the best price now, only to 
increase the price next year, or cancel the 
policy. Looking at insurance costs on a short-
term basis is potentially dangerous, and can 
result in paying higher premiums over an 
extended period. Look for stability in choosing 
a carrier- one who can go through the cycles 
without wide swings in price. 
2. Use an expert to analyze costs/ coverage 
and manage the program. 
Interview five or six recommended in-
surance consultants or independent insurance 
agents. If a consultant is elected (costs will 
vary from $4000 up), he will select the 
companies, agents and brokers, and manage 
the bidding process. 
If the decision is made to monitor the 
selection process in-house, a maximum of 
three agents should be asked to bid. Some 
insurance companies will refuse to quote if a 
single risk is presented by two different sources, 
so assign insurance companies to the agents. 
William D. Bolton, Chairman & CEO 
Bolton & Company 
Bid dates should be a firm 15 days prior to 
policy expiration date. Do not bid more than 
once every three years. Remember, you want a 
solid relationship with your agent and insuror. 
If you are fortunate to have such a relationship, 
let that agent obtain all bids from the insurance 
companies. However, monitor the process, 
and review all submitted bids. Then work with 
the agent to select the best deal. 
3. Compare price with respect to coverage. 
Carefully evaluate each proposal and 
compare policy coverages. Many reputable 
carriers offer broadened coverage at a cost that 
compares favorably with companies offering 
much less. Thus, many broadened coverages 
can be obtained virtually free, or for a small 
additional charge. 
4. Place your agent on the same advisory 
level as your CPA and attorney. 
An agent should not be just an insurance 
'salesman' or 'peddler'. He should be highly 
qualified and know his field well. Therefore, 
select your agent as carefully as your insuror. 
Insurance is so complex, and such a large 
business expense, that a trusted agent is a 
valuable asset Consult with him frequently, 
and invite him to attend management meetings 
so he will have solid working knowledge of the 
company. Use your adviser to ensure that the 
firm's insurance program is in tune with the 
company's overall business plan. 
The odds are that every company will 
eventually have a claim-chances are, more 
than one. By using your agent as an adviser, 
you can avoid costly coverage overlaps, and 
also reduce the number of uncovered or par-
tially covered claims. Eight out of ten people 
who were dissatisfied with their claims' settle-
ments did not properly purchase their 
msurance in the first place. 
A properly managed insurance program 
ensures that a firm receives the best value for 
dollars spent. and that. when needed, the 
coverage will be there. And, that's good 
business. 
William D. Bolton is Chairman and CEO of 
Bolton & Company, which is ranked among 
the nation's top 100 insurance brokerage 
firms. He is a former president of the Western 
Association of Insurance Brokers and has 
served as Chairman of the Board for Assurex 
International, a global partnership of inde-
pendent agents and brokers. Based in Pasadena, 
Bolton & Company also maintains offices in 
Palm Desert. 
deal. 
So what that we are the largest agency. 
Well, we also happen to be the best. 
Let us help make you a part of our big success story. 
Call for an appointment today. 
268 N. Lincoln, Suite 2 
Corona, California 91720 
(714) 272-2969 FAX (714) 734-7526 
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World Trade Center Can Assist 
Inland Empire Companies 
By Robert Rivinius 
Not long ago an export company in Rancho 
Cucamonga joined our Association and the 
president of this small company was on his 
way to Japan on business. On less than 24 
hours notice, we had a WTCA membership 
card delivered to him for the trip. With the 
card, he had access to the World Trade Center 
in Tokyo, including all business services they 
offer, access to the private dining club in 
Toyko, and discounts at quality hotels. The 
fifty percent he saved on his hotel bill more 
than paid for his membership in the Asso-
ciation, and he plans to use the card on more 
international trips. 
The story outlined above is an example of 
only one of our services. We offer 20 services 
that provide information for our members, 
including trade leads, databases, research, 
library services, educational programs, basic 
training and business contacts. 
While there are over 30 organizations in 
Southern California involved in some form of 
world trade, ours and the other WTCA's in our 
region are unique because of our international 
network through the World Trade Centers 
Association. As the head of the London World 
Trade Center stated at a recent WTCA 
meeting, this is the first time in the history of 
mankind that such an international, non-
political trade association has existed. 
The Greater Los Angeles World Trade 
Center began with a vision a decade ago when 
Port of Long Beach leaders decided to sponsor 
a World Trade Center. A 12.7 acre site in the 
heart of downtown Long Beach was assembled 
by the Port and development of the project was 
then turned over to a joint venture consisting of 
ffiM Corporation, a Long Beach based 
developer, and Kajima International, one of 
the world's leading construction contractors. 
The project is a five-phase development 
starting with a 436,000 sq. ft., 27-story office 
tower and 117,000 sq. ft. of support space 
which opened in early 1989. Phase II is a 400 
room Hilton Hotel scheduled for start of con-
struction in late 1989, and then three more 
office towers ranging from 25 to 35 stories. In 
all, the project will contain 2.5 million square 
feet of commercial space at a cost of over 
$5 50,000,000. 
Project amenities include a high-tech con-
ference center featuring interactive simul-
taneous interpretation capabilities, permanent 
exhibit center, fme private dining club, 
resource center and library, public restaurants, 
retail support services and a child care facility. 
In order to deliver efficiently international 
trade services at the new World Trade Center, 
a non-profit membership organization, the 
Greater Los Angeles World Trade Center 
Association, was created in early 1988. This 
regional organization has grown very fast and, 
after just 18 months of operation, has enrolled 
over 700 members. Services are designed to 
provide information for members, including 
international business leads and contacts. 
A staff of eight professionals is supple-
mented by a cadre of up to ten interns from 
prominent universities. The new Association 
has presented over 25 educational programs 
on a variety of topics and has created the 
Greater Los Angeles World Trade Institute 
Coming Next Month! 
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for the continuing education of the inter-
national business community, and to provide 
internship and scholarship programs. 
Our Association also represents the World 
Trade Center in downtown Los Angeles as the 
membership organization and focal point for 
international business in the center of the 
region. With international trade activity bur-
geoning in the Inland Empire, there is much 
that our Association can offer to businesses. 
Robert Rivinius is President of the Greater 
Los Angeles World Trade Association. 
World Trade Center 
Thomas Named 
Ranpac General 
Manager 
Norman L. Thomas has been appointed 
General Manager of Ranpac Engineering 
Corporation in Rancho California. He will 
also serve as Director of Public Works. 
"Norm's extensive background in public 
agency engineering with in-depth knowledge of 
water and waste water treatment, planning and 
design will be a major benefit to Ranpac," said 
Won S. Yoo, President of Ranpac. 
Thomas has worked for both public agencies 
and private companies during the course ofhis 
career. Most recently, he was Director of 
Engineering for the Rancho California Water 
District 
Within Ranpac Engineering, his primary 
focus will be the Winchester Assessment 
District and the Rancho Villages Assessment 
District, the two largest public facilities 
improvement districts in Riverside County. 
Ranpac is providing sewer, water, flood-
control facilities, roads and bridges, as well as 
utility coordination on more than 11,460 acres 
with public financing of the projects totaling 
$200 million. 
Thomas and his wife, Kay, reside in Rancho 
California and have two grown sons, Tim and 
Scott 
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Waste 
Discovered At 
Site Of RCC's 
Future Norco 
Campus 
Recently, when construction workers were 
grading at the site of Riverside Community 
College's future Norco campus, they dis-
covered an area of buried waste materials, 
including what is clearly medical waste. 
When the discovery was announced at the 
RCC Board of Trustees' meeting, there was 
considerable concern expressed because 
previous excavation had revealed deposits of 
heavy metal at the 142-acre site which was 
once used for a U.S. Navy Hospital and later 
for a weapons testing station. 
Consultants to the project presented a full 
report to the trustees, which now must be 
submitted to the State Department of Health 
Services to see if it is possible for construction 
to proceed. 
Kleinfelder Corporation of Artesia, a com-
pany specializing in waste evaluation and 
decontamination, has been hired to assess 
Collins Fuller 
Names Exclusive 
Leasing Agents 
For New 
Riverside 
Industrial 
Development 
The Crookall Company and EDM Equities 
have appointed Collins Fuller Corporation to 
be their exclusive leasing agents for the first 
phase of a 7-acre development for two new 
speculative industrial buildings in Riverside. 
Featured in the first phase is a 62,500 
square foot manufacturing and distribution 
building now under construction on Jurupa 
Avenue near Van Buren Boulevard. The 
scheduled completion date is January 1990. 
Richard H. Fuller and Bruce Springer will 
handle the listing. 
The $3 million multi-purpose building will 
be adaptable to a variety of users, either as 
single-tenant/ owner or subdivided It will ~lso 
help ftll a need for mid-sized manufactun~g/ 
distribution facilities which are used to servtce 
the largest operations in the Inland Empire: 
The second phase of the development will 
be an adjacent 55,000 square foot sin~e­
tenant industrial building. Initial construction 
will begin in January 1990. 
Both buildings will have ample space for 
truck loading and unloading and ~ loca~d 
near Riverside Municipal Airport With Umon 
Pacific rail service also available. 
Turn around specialist, 
troubled partnerships, real 
estate workouts, private debt 
restructuring, chapter 11 bus-
iness re-organization and 
lender re-negotiation. 
EXPERIENCED I EFFICIENT SERVICE 
(714) 675-6822 
MR. MARC R. TOW 
whatever contamination may be at the site. In 
a phone interview with the Inland Empire 
Business Journal, Richard Saunders, project 
manager, said that they had discovered three 
problems prior to this most recent discovery. 
1. There is a ten-foot by ten-foot area 
which is 14 feet deep containing zinc, 
lead and copper. This material, Saunders 
said, could easily and inexpensively be 
removed. 
2. In another area, the soil is contaminated 
with zinc-filled ash, which has alreay 
been put in large metal drums and is 
ready for removal. 
3. Asbestos in buildings, which the college 
wants to renovate for future use, has 
already been removed. 
The medical waste could pose more serious 
problems. It contains used vaccination bottles 
and intravenous drug equipment At present, 
however, there is no indication of an imme-
diate hazards. 
RCC cannot proceed any further with con-
struction at the site until the potentially 
hazardous materials are either removed or 
neutralized. The cleanup plan, however, must 
first be approved by the California State 
Health Department 
Nevertheless, Wilfred Aixey, President of 
the Board of Trustees, said, "I think Riverside 
Community College is doing everything it 
can ... to solve these problems." 
Associates In 
Financial 
Planning 
Establishes 
Inland Empire 
Office 
Los Angeles based Associates in Financial 
Planning Group, Inc. ( AFP) recently an-
nounced the opening of its Inland Empire 
Office at 9650 Business Center Drive, Rancho 
Cucamonga, California. 
The Inland Empire office is headed by 
Gerard D. Muttukumara M.S., MBA, and 
William Schmidt M.S. 
Through it's Rancho Cucamonga Office, 
AFP will bring recognized expertise and 
experience in the areas of fee-based Personal 
Financial Planning, Retirement Planning, 
Business Succession Planning, Estate Plan-
ning: Risk Management, Charitable Tax 
Planning, Executive Compensation and 
Employee Benefit Planning to Entrepreneurs, 
Corporate Executives, Professionals and 
Companies in the Inland Empire. AFP enjoys 
excellent working relationships with several 
leading local and National Accounting, Law, 
Employee Benefit, Brokerage and Retirement 
Plan Administration firms, and can assist 
clients with the selection of carriers for 
Employee Benefits focusing on effective-cost 
management 
Chairman of the Board, Arthur Kraus, is a 
recognized Authority in the field of Personal 
Financial Planning for highly compensated 
individuals, and is a contributor to such presti-
gious publications as a Personal Financial 
Planning, Pension World, and Professional 
Corporation Advisor. His comments were 
published in a recent issue of U.S. News and 
World Report. AFP has been cited by 
Stanford Research Institute as one of the 
leading providers of company sponsored Pre-
Retirement Planning Seminars to Executives 
and Employees of Major Corporations. 
AFP can be reached at (714) 941-7701. 
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Stocks Of Inland Empire 
Interest 
Fri. 10/20/89 52-Week 
Name Close Hi Low Ratio 
1. Fleetwood Enterprises 25 30 5/8 21 7/8 9 
2. Kasler Corporation 10 
3. Rohr 24 7/8 37 7/8 23 3/4 13 
4. Lockheed 44 1/2 54 3/4 38 3/4 16 
5. Stater Brothers Markets 39 1/8 
6. Data Design Labs. 4 7/8 8 1/8 3 3/8 
7. General Dynamics 54 7/8 60 1/2 44 5/8 6 
8. Toro 21 1/2 24 3/8 17 1/2 10 
9. Continental Materials 16 1/8 108 
10. Cal Mat 27 7/8 33 7/8 25 7/8 15 
11. TRW 47 3/8 49 7/8 40 5/8 11 
12. General Development Corp. 12 1/8 18 7/8 11 3/8 9 
13. General Electric 56 5/8 59 1/4 42 1/8 14 
14. Pepsico 60 1/2 62 3/8 37 5/8 18 
15. K-Mart Corp. 35 1/2 44 7/8 33 1/2 9 
-16. LaZ Boy 19 3/4 23 1/4 15 1/2 13 
17. National Medical Enterprises 36 3/8 38 1/8 20 3/4 18 
18. Dayton Hudson Corp. 63 3/4 64 3/8 38 5/8 16 
19. Kaufman & Broad Home Corp. 17 5/8 21 3/4 7 8 
20. FMC 40 3/4 49 30 1/4 10 
Provident 
Savings Bank 
Experiences 
Steady Progress 
Throughout The 
1980's 
By Peter Walker 
From its small beginnings in 1956 in a store-
front office on University Avenue in Riverside, 
Provident Savings Bank has experienced 
steady growth making it the largest thrift 
institution based in Riverside County. 
Craig Blunden, Provident's Executive Vice 
President and Chief Operating Officer, credits 
the consistently conservative management 
policies that have been a hallmark of Provident 
Savings through the years, for the company's 
excellent financial condition. "We may have 
looked ultra-conservative during the times of 
wild interest rate fluctuations and overly 
liberal loan policies," he said, "but our 
cautious policies have served our customers 
well in terms of the absolute security of their 
funds." 
"Our business is, first, about people, and 
accommodating the changing financial needs 
of those in our community," says Blunden. In 
response to explosive growth in the Inland 
Empire during the 1980's, Provident opened 
ProF ed Mortgage Company, currently a 
division of Provident, with the major objective 
of increasing the origination, servicing and 
selling of single-family home loans. This 
allowed Provident to expand its role in the 
market, accommodating the needs of a fast-
growing sector, the flrst-time home buyer, and 
offering them additional options including 
FHA, VA, and other government loans. 
The motivating philosophy and primary 
goal of Provident Savings Bank continues to be 
to provide a superior level offmancial services 
to the residents of the Inland Empire through 
management stability, conservative lending 
policies, and consistency in the kinds of loans 
it offers. 
Gordon A. Blunden, founder of the insti-
tution, is now Chairman ofthe Board. Jack H. 
Wright, who has been with the bank for over 30 
years, is President Craig Blunden, who has 
been with the institution for over 15 years, is 
the Chief Operating Officer, and currently 
heads the Residential Lending Division. 
Provident's Real Estate Financing Division 
is lead by other Provident veterans. Bob 
Schrader, who has been with the organization 
for over 25 years, is the organization's major 
loan department manager. Matt Frost, who 
has been with Provident for 24 years, is the 
real estate development manager, responsible 
for joint ventures and the other activities of 
Provident Financial Corporation. Rich Gale, 
who joined Provident with the opening of 
ProFed Mortgage, oversees all residential 
loan acquisition and processing, and BiU 
O'Laverty, a 16-year veteran, manages loan 
servicing and other loan administration 
functions. 
Today, Provident is operating eight offices 
in Riverside County and one each in both San 
Bernardino and Orange Counties. The Bank's 
assets, as of March 31, 1989, totalled 
$506,933,000, tangible capital was 
$27,649,000, and the tangible capital ratio 
was 5.45%. 
First Phase Of 
Watson I-15 
Business Center 
Completed 
The first phase of Watson 1-15 Business 
Center, a 300,000-square-foot master planned 
development located at the intersection of 
Arrow Route and Rochester A venue in 
Rancho Cucamonga, has been completed and 
is now ready for occupancy, announced 
Watson Land Company. 
"Watson 1-15 Business Center is a higher 
end industrial development featuring flexible 
design to mee~ the requirements of a variety of 
tenants in the Inland Empire," said Richard 
M Cannon, Wastson Land Canpany's president 
The 18-acre site, fronting the Devore (1-15) 
Freeway, will ultimately contain nine build-
ings ranging from approximately 20,000 to 
50,000 square feet and totaling 300,000 
square feet of industrial space. The master 
planned business center's buildings have been 
designed to provide facilities for light assem-
bly, manufacturing and high-technology 
industries. 
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Fran Fowler to 
Sponsor 
Barbara 
Lambesis On 
Small Business 
Marketing 
Barbara Larnbcsis has been providing people 
with helpful information her entire professional 
life. Her first job was public information officer for 
the Arizona Department of Public Sernces. She 
then spent tive years as vice president for public 
relations for First Interstate Bank of Arizona 
After that she served for three years as executive 
director of public affatrs for the Maricopa Com-
munity College District which included seven 
campuses and over 70,000 students in the 
Phoenix metropolitan area 
Now. for the last three years, Ms. Lambesis has 
given hundreds of programs on how to promote 
small businesses. She is also the author of the 
book. 10 I Big Ideas for Promoting a Business on 
a Small Budget. Seminar participants receive a 
cop~ of Larnbesis' book along with a "how to" 
workbook as part of their package of materials at 
one of Lambesis' half-day $98 seminars. 
We asked Barl>ara what she hoped a seminar 
participant would leave with which he or she had 
not possessed before the seminar. 
''Most of all," said Lambesis, "I would hope 
that the small business person would leave with a 
confiden~ that they had not had before about how 
to handle their own marketing plan and promotion. 
Most people who run their own business, don't 
feel very confident about the marketing phase 
of their operation They are very busy people, 
for one thing, and they feel that there is some 
mystique about marketing and promotional 
strategy. My goal is to take the mystery out of 
marketing. Any small business needs to 
market itself successfully, but especially when 
cash flow is tight, there's a hesitancy to send 
money out the door." 
Ms. Lambesis has presented her program in 
Arizona, California, Las Vegas, Colorado, 
Canada. and has an affiliate doing the same 
programs in Louisiana. 
Currently. Barbara Lambesis is planning a 
series of seminars in the Inland Empire. She is 
coordinating with Fran Fowler and Associates, 
an advertising and public relations finn located 
in Mira Lorna. They have already scheduled a 
number of programs and will set up others in 
the Inland Empire area. 
"I don't want to do what a lot of workshop 
and seminar speakers do.'' says Lambesis. "I 
don't want to blow in and out of town in a day 
without leaving the people who come hear me 
without identified local resources they can turn 
to for help. That's why I always coordinate 
with a reputable, effective organization locally. 
In this case, it was Fran Fowler's group." 
Even with her business travelling and busy 
schedule. Barbara Lambesis makes time for 
relaxation. 
"I love to read," she says, "and I enjoy 
running. I also like to go what I call 'adven-
turing.' I do a lot of cross-country skiing, and 
I've skied cross-country from one end of Ml 
McKinley Park to the other. I've run three 
marathons, but I think my marathon days are 
over now. Last summer I tried hang-gliding. I 
like to try new things, take risks, and challenge 
myself." 
It is no wonder, then, that Barbara Lambe sis 
brings to her programs a unique combination 
of skill and energy. 
Barbara Lambesis 
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Floor Coverings By---------~ 
SORRENTO 
Decorator Floor Designs Of The 
Finest Carpet 
Vinyl, Wood, Ceramic Tile & Marble Available 
We Also Specialize In 
Industrial & Commercial Installations 
SORRENTO CARPET MART 
PLEASE CALL 
(800) 433--6280 
"Building business environm 
business relationships. We 
ke building 
to last:' 
Some people say 
we do a great JOb building 
busmess environments. 
Fast Reliable. Competitive. 
On time, withm budget 
Top quality, Guaranteed! 
But there's more 
When it comes to full 
serv1ce, we never leave you 
flat. Development, Archi-
tectural-planning, budget-
mg. General Contracting. 
Even lease negotiations. 
From start to finish, a little 
or a lot. 
When we plan a job 
we're in it for the long haul. 
That means when it 
comes time to relocate 
or expand, you'll know 
who to call. When we butld 
business environments, 
we build relat10nsh1ps. 
We've built our 
reputation on it! 
SEASHORE 
CONSTRUCTION, INC. 
1072 S. E. Bnstol St., 
Suite 100, Santa Ana 
He1ghts, CA 92707 
(714) 662-2002 
Ltcense Number 469215 
0 SEASHORE CONSTRUCTION INC Commercial Construction Development 
From left to nght. Lobby and 
Receptwn. Cushman Wakefteld 
Showroom. Lee Jofa, Inc . 
B1rtcher Properttes 
I 
• • 
8111 Ti.Jcker. President, 
SEASHORE CONSTRUCTION. Inc 
-n 
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Capital Gains... 
Continued Jmm page 19 
holders of inflated capital assets to sell their 
assets because of favorable tax rates for a short 
period of time, thus creating a temporary-tax 
windfall for the government. 
This new measure is not a plan to help the 
economy. It is not a plan to help small 
business. And it is not a plan to increase 
capital formation. The plan is created to 
increase revenue, but it will not stimulate the 
sectors of the economy that need capital the 
most. 
Suppose you sell your stock in, let's say. 
General Motors to a new purchaser. Why 
should you receive a tax benefit? Did GM 
benefit from this transaction? It may have, 
years ago when the initial stock was offered, or 
in subsequent stock offerings from which GM 
received the funds. Why should the one 
hundredth or the one thousandth subsequent 
owner of the stock have his profits given 
special treatments? 
Why not give the tax incentive to those who 
need it the most—small to medium sized com­
panies seeking capital in the marketplace, and 
developers of low and middle income housing? 
We certainly want to stimulate new business 
development, and the need for low and middle 
income housing is critical. Therefore, the 
preferential tax treatment should be given to 
the purchasers of these assets, where the funds 
invested go directiy to the issuing or develop­
ing entity. In other words, if you put money 
directly into an enterprise and then sell your 
equity, it's reasonable that yoiu" profits should 
be given a tax preference. But if the investing 
activity is only between investors, then no 
money is going directiy to the needy company-
-so why should the gain be given special 
treatment? 
The original investment in an enterprise 
sparks the growth of new businesses, new 
homes, new jobs and new revenues, and it 
should be encouraged by the'tax laws. The 
result would be to reduce the cost of capital for 
those who need it Since subsequent sales of 
the same* asset do nothing directiy for the 
enterprise, there is no reason to tax profits 
from such resales differently from any other 
income. 
Modifying the capital gains measure so only 
initial business—the primary source of new 
employment and iimovation—and low and 
middle income housing developers get the 
break would make it easier for these businesses 
to generate needed capital. 
The second part of the House bill calls for a 
basis adjustment for inflation. This means that 
if you were to purchase a capital asset for 
$100,000 your basis would increase with 
inflation. Let's say after ten years with in­
flation, the basis climbs to $200,000. If you 
sell at that price, there would be no taxable 
income. Many proponents believe this should 
be the only capital gains change. It certainly 
would reduce the long term cost of capital—but 
rest assured Congress will create a horribly 
complex formula that only lawyers and ac­
countants can understand. 
So what's the bottom line? If you are 
interested in providing an incentive to invest in 
business enterprise, put the incentive where it 
will do the most good. Give the preference to 
the risk-takers. 
TEST I want to join today's winners. Please send me the 
next 12 issues of Inland Empire Business Journal at the low 
introductory rate of $6.00. 
The Business Journal that provides you with 
sophisticated, authoritative, concise informa­
tion to help you operate your company more" 
effectively and profitably — you will be 
updated-and informed on new strategies to deal 
^^^_oM^roW_ems. 
Name .Title 
Company 
Address _ 
City . State. .Zip.  
Phone . Date 
• Check enclosed ($6 dollars) 
INLAND EMPIRE 
business journal 
"No one covers'Inland Empire business like The Business Journal" 
3535 Inland Empire Blvd. • Ontario, CA 91764 • (714) 391-1015 
Turn around specialist^ 
troubled partnerships, real 
estate workouts, private debt 
restructuring, chapter 11 bus­
iness re-organization and 
iMider re-neg^atkm. 
1714) 675-0822 
MH. IIARC R. TOW 
1Bk/M WESTERN IMIM 
UPLAND 
FEATURING 
BANQUET FACILITIES FOR ALL OCCASIONS 
RESTAURANT & BAR 
Non-Smoking Rooms 
Luxury Suites 
(2 TVs & 2 Tefephones) 
o Fax Telephone 
Private Sauna 
Private Spa 
Fitness Facilities -wi ! 
1191 E. Foothill, Upland 
(714) 949-4800 — LOS *wueL£S 10 rwv *N eEHNARQIWO 
Straiitht talk about HMOs 
"HEALTH CARE IS NOT A COMMODITY" 
You don't buy it by the bushel, yard, or pound. 
Most employers look for three things from a Health Maintenance 
Organization: stability, equitable cost, and good service. 
Sounds like they're talking about us. 
Inter Valley has a record of stability and is growing larger and 
stronger by offering its benefits at an appropriate price. We have 
beeh around for a long time, over a decade, and many of our 
original groups are still with us. 
They appreciate the coverage and quality of care we provide through 
a network of local doctors and community hospitals. Employers and 
their employees commend us for fine service and prompt 
personal attention. 
We're non-profit, community based, and operate at a very low 
administrative cost. Let us show you how Inter Valley can give you 
an excellent retum on your health care investment. 
Inter Valley Health Plan 
300 South Park Avenue • Suite 300 • Pomona, CA 91766 
6800 Indiana Avenue • Suite 100 • Riverside, CA 92506 
Employers Call: (800) 843-3520 • Riverside Area Call: (714) 788-6766 
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Crafton Hills 
College Ready 
For Future 
California, and the Inland Empire, is facing 
a tremendous overcrowding problem at its 
institutions of higher education. The university 
and the state college system are at capacity. 
This leaves the community colleges with the 
challenge of providing wide-scale quality 
instruction. 
Here are some of the facts taken from recent 
news headlines: 
California will- need at least 16 new 
community colleges by the year,2005. 
Long-range population projections put 
San Bernardino and Riverside counties 
at the top of the state's population 
growth. The State Department of 
Finance projections are for San 
Bernardino's 1.2 million population 
and Riverside's million to double with­
in the next 30 years. 
Universities and colleges nationwide will 
be short by 6,000 teachers, unless steps 
are not taken soon, according to a 
Princeton study. 
Community college growth .is estimated 
to be at 31 percent by the year 2005. 
And 325,000 high school students—40 
percent more than this year—will be 
graduating, some 123,000 of them 
perhaps knocking on college doors. 
Dr. M. Bundy, the new Chancellor for the 
San Bemardino Community College District, 
including Valley College in Sah Bemardino 
and Crafton College in Yucaipa, in an address 
to representatives of government, business and 
education at the beginning of the college term, 
called the Inland-Empire a sleeping jiant that 
is undergoing a metaihorphosis and is ready to 
awaken with a special mission—with the 
colleges very much a part of that mission. 
Citing a Money Magazine article. Dr. 
Bimdy-noted that the Inland Empire ranked 
No. 1 with Buffalo among metropolitan areas 
with potential for residential property acquisi­
tion in the next 12 months; and another survey 
ranks the area 11 th among the best places to 
raise children. Dr. Bundy has been impressed 
by San Bemardino Mayor Bob Holcomb's 
predictions for an explosion of commercial 
and industrial growth in the areas around 
Norton Air Force Base. 
One of the areas of cooperation in the midst 
of projected and experienced growth is a 
recently approved guarantee that Crafton HiUs 
College students, who Wish, will have a spot 
waiting for them at the University of California, 
Riverside. Valley College has a similar agree­
ment with UCR. 
The agreement, called a memorandum of 
understanding, was signed by Dr. Rosemary S. 
J. Schraer, chancellor of UCR, and Dr. Donald 
L. Singer, Crafton Hills' president 
It is a commitment by both institutions to 
make students aware of their options for 
obtaining four-year degrees and to monitor 
students' progress. Dr. Schraer said. 
An articulation agreement with Cahfomia 
State. University, San Bemardino, also exists 
with the t\;io community collegps. 
Craflpn Hi]is, which was established 
1972, has .had. increa^s raging from 4.04 
peident to 11.40 percent over the'pastfbuF 
years. This year, CHC enrolled students, 
a 6 percent increase over 1988.. ^ 
Studies are in the works to determine the 
best methods for serving the conununities— 
either through expanding the 513-acre Crafton 
Hills campus and the 87-acre Valley campus 
or by considering creation of a third college in 
the district 
Turn these.. 
A student walks past the clock tower on the 
third floor walkway of the Student Services 
building at Crafton Hills College, Yucaipa. 
First-day enrollment reached 4,597 this 
September, a 6 percent increase over 1988. 
The college is one of two governed by the San 
Bemardino Community College District. 
Cfafton Hills is located between Redlands 
and Yucaipa, two miles from the Interstate 10 
Freeway. 
With service to the students as the ultimate 
objective, self-studies, such as one currently 
underway at Crafton Hills, continue to aim for 
improvement Crafton Hills' campus was de­
signed to serve a maximum of 5,000. 
Crafton Hills draws most heavily from 
Redlands and Yucaipa; however, its Basic Fire 
Academy and Regional Research and Train­
ing Institute serving fire personnel from 
Mexico to Hawaii and Alaska to China, has 
given it intemational famg. In additipn, all 
paramedics in thelnland Empire are trained 
through Crafton Jlills' Emergency Medical 
Services. 
During the signing ceremony with UCR, 
Crafton Hills' President Singer said, "It is 
incumbent that all levels of education, from 
elementary through graduate school, work 
together in order to help the citizens of Cali­
fornia achieve the highest level of education to 
which they aspire." 
AD DEADLINE 
FOR NEXT ISSUE 
NOVEMBER 17, 1989 
Into This! 
With the Inland Empire's Radio Leaders 
DMMJ . 
m 
Quadruples 
the MUSIC! 
For information on how to put radio to work 
for your business contact Mary Wade, Local Sales Manager, 
KMEN/KGGi Radio at (714) 889-2651, 
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Produce Results For Your Business 
With Affordable Marketing Tools That Work 
Video Productions 
* Promotional & Marketing 
* -Sales & "Braining 
* Corporate Commimication 
* Television Programming 
* TV. Commercials 
* HiPi VHS Dnplication 
Photography 
* Product Catalogs 
* Brochures 
* Calendars & Posters 
* Commerci^ & Industrial 
* Executive Portraits 
Take the first step towards results! 
You can't afford to wait any longer 1 
Call AMERICAN MEDIA CONCEPTS today! 
15392 Assembly Lane, Unit A 
Huntington Beach, CA 92649 
• 
714-897-1162 
FAX 714-556-5740 
American 
.Media 
I Concepts 
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How To Buy 
A Used 
Computer 
Buying a new computer system is an ex-
citing experience. Confident that the directions 
will guide us in how to set up the computer and 
its peripherals, and also confident that the 
dealer and manufacturer will stand behind 
their machines, we have no worry except 
learning to use the machine. 
When it comes to purchasing a used com-
puter, however. the story is very different. 
Sometimes we are forced into going the used 
computer system route because our personal 
or company budgets simply will not aliC>w us to 
buy a new system. 
Unlike buying a used car. we can't "test 
drive" a computer system. We can't drive it 
over to a mechanic we trust and have him put it 
up on his garage rack and scrutinize the system 
for problems or potential problems. 
What, then, can we do? Where do we even 
start looking? 
Newspaper classified ads are a good place 
to start. There are some excellent buys to be 
found this way. Unfortunately, space limita-
tions tend to leave us with cryptic descriptions 
which are not much help in deciding if the 
advertised item is worth pursuing. Smaller, 
lower circulation. community newspapers 
with much lower advertising rates may include 
far more detailed descriptions. 
By now, in almost every community, there 
are local computer groups that meet from time 
to time and also publish newsletters. The 
people in these groups can often help you 
evaluate a machine and the peripherals you 
need. 
There are also nationally circulated used 
computer publications. Examples are: 
Computer Shopper, 407 South Washington 
Avenue, Titusville, Florida 32780, phone 
(305) 269-3211, and Computer Trade 
Magazine, 1704 Sam Drive, Birmingham, 
Alabama 32545, phone {205) 854-0271. 
Most of the regular national computer maga-
zines do not list many used products, but 
occasionally you may find a good buy there as 
well. 
Once you've located some alternative buys, 
how then do you proceed? 
Begin, as you might. with a used car (or any 
used item, for that matter). If the exterior looks 
well taken care of. the odds are better that the 
machine inside is in good shape. If the exterior 
looks like it has been through combat beware. 
The next step is to examine carefully the 
most frequently used portions of the computer 
system. Take a careful look. for example. at 
the keyboard and the front panel. Any missing 
or malfunctioning keys or panel damage may 
indicate that the computer was simply not 
worth fixing. 
Then actually sit down at the computer and 
run it through an operational test, making sure 
you print out your work on the printer. Are 
there any gliches? Are there signs of wear and 
tear on the printer itself? Does it print out 
evenly? 
Then insist that the potential seller allows 
you to open up the computer and look at the 
guts of the machine. Are there missing ~o~­
ponents, signs of fracture lines on the ctrcwt 
board? Does it appear repairs have been done 
in a sloppy manner? 
Next, look at all the user parts and interface 
edge card connectors. They should be clean 
and complete. 
Critical wear places on computers that often 
are overlooked by a prospective buyer are the 
floppy and/or hard disk drives. Both can be 
worn down considerably. Any unusual sound 
when a disk is in use is a sign of trouble. 
As you examine the printer, look to see if the 
bearing surfaces have been oiled or cleaned 
recently. Look for evidence of paper dust, 
which is a clue that the printer is long overdue 
for a cleaning. Missing dots and chipped daisy 
wheel characters indicate a damaged print-
head or printwheel. On a lot of printer models, 
replacing these parts can be a major expense. 
Make sure that, as you are testing out the 
computer, that you store and retrieve a file. 
This suggests a well-functioning machine. 
Now, you've found what you want to buy. 
What is a fair price? With a used computer 
system, this is rarely easy to determine. Shop 
around and look at similar systems and get a 
feel for the going price on these used models. 
Call upon members of local computer clubs 
and ask their opinions. Also, check com-
parable used models in publications that list 
prices. 
If you follow these simple guidelines, you 
will probably wind up owning a very useful 
machine, and just think of the money you will 
have saved! 
Inland Empire 
Agriculture Sees 
Opportunities 
In The Global 
Market 
In terms of total agricultural productiOn, 
Riverside County ranks fifth in the state with a 
1988 valuation of its total farm production at 
$944.584,000 San Bernardino County ranks 
tenth with a total valuation of $556,617,000. 
Increasingly, the California World Trade 
Commission is helping agricultural producers 
to market their products abroad. "California is 
the Center of a Global Economy,'' is the 
slogan adopted by the California World Trade 
Commission. 
The California World Trade Commission 
has several specialty offices to assist farmers 
in learning the ins and outs of marketing their 
produce abroad. They are: 
Headquarters 
Gregory Mignano, Executive Director 
1121 L Street, Suite 310 
Sacramento, CA 95814 
Telephone: (916) 324-5511 
Fax: (916) 324-5791 
Office of Export Development 
Robert R DeMartim, Director 
One World Trade Center, Suite 990 
Long Beach, CA 90831-0990 
Telephone: (213) 590-5965 
Fax: (213) 590-5958 
Export Finance Offices 
L. Fargo Wells. Director 
107 South Broadway, Suite 8039 
Los Angeles, CA 90012 
Telephone: (213) 620-2433 
Fax: (213) 620-6102 
Northern California Regional Office 
J.H. Dethero, Manager 
World Trade Center, Room 250-S 
San Francisco, CA 94111 
Telephone: (415) 557-9812 
Fax: (415) 398-1269 
Washington Office 
Cary Walker, Washington Representative 
305 Hall of the States 
444 North Capitol Street. N.W. 
Washington, D.C. 20001 
Telephone: (202) 347-6891 
Fax: (202) 783-8258 
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Asian Trade and Investment Office 
James B. Vaughn, Director 
Kowa 35 Building Annex 
1-14-15 Akasaka 
Minato-ku, 107 
Tokyo, Japan 
Telephone: (011-81-3) 583-3140 
Fax: (011-81-3) 584-6613 
European Trade and Investment Office 
James R Phillips, Director 
14 Curzon Street 
London WIY 7 FH 
United Kingdom 
Telephone: (011-44-1) 629-8211 
Fax: (011-44-1) 629-8223 
Mexico Trade and Investment Office 
Carlos V aiderrama, Director 
Paseo de Ia Reforma 
No. 450-4th Floor 
06600 Mexico, D.F. 
MEXICO 
Telephone: (011-52-5) 208-5161 
Fax: (011-52-5) 208-5761 
The Commission also coordinates Ameri-
can participation in trade shows abroad, shows 
that can give American agricultural products 
much needed exposure. In 1990, there will be 
food and produce shows in Japan from March 
13-17, in Sinapore from April 3-6, in 
Germany from June 9-12, and in France from 
October 21-25. 
Interested producers and processors are 
encouraged to contact the relevant offices 
listed above for more information. 
Send your calendar infonnation and 
Corporate Press Releases 
TO 
Inland Empire Business Journal 
3535 Inland Empire Blvd. 
Ontario, California 91764 
Attn: Robert Kemp 
(714) 556-4917 
November- December Issue Deadline 
FRIDAY, NOVEMBER 17, 1989 
Try the new, tasteful sound of KOLA radio. 
Crosby, Stills, Nash and Young. Neil Diamond. George Michael. 
Barry Manilow. Paul McCartney. Barbra Streisand. 
~------------------------~1' 
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Leverage In 
The Middle 
Market 
By Stephen G. Holmes 
Mr. Holmes is a general partner with Arthur 
Anderson & Co. Specializing in transactional 
activities. 
In a sign of current troubles facing the 
market for highly leveraged mergers and ac-
quisitions, financial institutions are quickly 
reassessing their lending and investment 
policies in these transactions. The reassess-
ment comes amid turbulance in the $1 ()() 
billion market for high-yield, high-risk junk 
bonds, which has provided much of the long-
term financing for larger, leveraged trans-
actions. 
Yet, even the record merger and acquisition 
activity in the past several years does not seem 
to have quenched the market appetite. Com-
panies available for acquisition abound, as do 
potential purchasers. So where does the 
money come from to close these deals? 
The bottom line. Financing has not really 
changed much for the middle and small busi-
ness markets, but you have to go through each 
of the steps - one by one. 
The initial step for the purchaser is to 
negotiate a basic outline of the price, terms and 
major aspects of the transaction, commonly 
referred to as a letter of understanding or a 
letter of intent, with the seller. 
Seller support is a critical factor in deter-
mining whether the acquisition can be com-
pleted with expediency, or even completed at 
all. This support may include: 
• Seller financing-the most tangible form 
of seller support 
• Referrals to banking contacts for outside 
financing. 
• Initial drafting of purchase documents. 
Motivated by a desire to sell the busmess, a 
seller may be willing to accept one or more of 
the following types of financing options: 
• Purchase price and subsequent pay-
ments contingent on future earnings. 
• Various forms of subordinated debt, 
including unsecured debt or debt secured 
by non-traditional collateral and/or 
debt at below-market interest rates. 
• Buy/ lease terms for certain assets. 
• Retam a subordinated equity position. 
These fmancing alternatives can provide a 
buyer the means to acquire the business when 
outside lender financing is available. 
Upon agreement of the major terms, in-
cluding any seller financing, it's time to look 
for the outside financing. The types and com-
binations of financing arrangements are vir-
tually limitless. Each fmancing arrangement is 
unique as each varies with the particular 
transaction's terms, lender and equity parti-
cipants. While a discussion here of the various 
financing alternatives, approaches and strate-
gies available would be prohibitive, the 
following overview covers important points in 
relatively simple terms. The overall objective 
is to: 
• Find the least expensive fmancing. 
• Negotiate the least restrictive debt 
covenants. 
• Retain the maximum ownership percen-
tage (ideally, 100%). 
Common sources of debt fmancing include 
commercial banks insurance companies, 
finance companies' and venture capitali~ts. 
Financing comes in a myriad of forms, ran~ng 
from simple installment debt to more creative 
d.· al debt instruments. Generally, the tra 1t10n 
· truments alternatives should be the first ms 
sought 
Typically, consultations with at least two or 
three lenders are required to ascertain an 
overall view from a lender's perspective of the 
proposed transaction. Major banks and lend-
ing institutions have "merchant banking 
groups", some of which will, for a fee, "shop" 
your credit to other institutions. These groups 
are helpful as they can effectively save time 
and quickly access a number of lenders. The 
cost of such services, however, can be quite 
significant-up to 2% of the debt placement, or 
more. 
projections. A public accounting firm is often 
required to report on the projections. 
The business plan also provides the lender 
with background information on: 
• Business. 
• The products/service. 
• The market 
• The competition. 
• Marketing strategies or niches. 
• The management team. 
Based on the business plan and the letter of 
intent, lenders should be in a position to 
express whether they have an interest in your 
transaction. If a lender is interested, much 
more information will be requested regarding 
the nature of your assets and liabilities, 
particularly the fixed assets and any other 
assets to be used as collateral. 
A Lending Package 
A basic lending package is a leveraged 
buyout may include: 
be above or below the recorded net book 
value. Term debt has a ftxed or floating 
rate of interest and is generally repay-
able in periodic installments over a 
period of up to l 0 years. 
• Revolving line of credit or a working 
capital loan secured by receivables and 
inventory-The line of credit frequently 
has a stated maximum, but at all times is 
limited by a percentage formula based 
upon qualifying receivables and inventory. 
• A "Mezzanine" layer of debt to fill any 
remaining borrowing needs-Mezza-
nine debt is usually secured and repaid 
over a relatively short term (up to three 
years). If cash flow looks promising, 
lenders may be included to make a 
mezzanine loan despite the lack of col-
lateral to support additional borrowings. 
Commonly, seller financing replaces 
the need for a mezzanine layer of debt 
Potential lenders will generally ask to see a 
comprehensive business plan which includes 
current and historical financial statements, if 
available, and a set offmancial projections for 
the next five years reflecting the negotiated 
purchase terms and the borrowing levels being 
sought The financial projections should 
ideally reflect tax planning ideas which will 
generate cash flow in the current period. Tax 
planning ideas should also reflect any antici-
pated changes in operating "on your own". 
Finally, they should include a detailed descriJr 
tion of the major assumptions underlying your 
• Term Debt secured primarily by fixed 
assets-Typically, the company can 
borrow up to approximately 80% of the 
quick liquidation value of the fixed 
assets. The quick liquidation value may 
Often times lenders operating in the scenario 
outlined above will not lend funds for the entire 
purchase price. A number of factors could 
cause a borrowing "gap." The asking price 
For Small & Emerging Businesses 
Learn how to increase your sales and revenue at a Marketing Methods' session 
scheduled in your area. Marketing Methods is an interna~ionall~ recognized syste~ 
of professional guidance and support for small and e~ergmg b~smess owners. We II 
take the mystery out of marketing your goods and services and giVe you the confidence 
you need to do it yourself and do it right! Here's what you'll get: 
Half-Day Seminar: 
In this unique half-day session you'll 
learn, step-by-step, how to develop a market-
ing strategy that will work for your business. 
We11 cover essential marketing principles 
that you'll adapt to your business. During 
the program you1llearn how to ----
make the right marketing decisions 
about customer service, pro-
duct/service development, 
pricing, distribution and 
promotion. 
~./ 
"101 Bi Ideas" 
You'll alfo receiv~ a copy of "101 
Big Ideas for Promo,,tLng ~ BusLness 
on a Small Bugget. Thi~ paper-
back book is a must have for any 
small business owner. Thousands of 
copies have be~n sold to bus-
Iness owners 
who have given 
the book rave 
reviews, saying 
it is the most 
useful small 
business 
marketing tool 
on the market. 
Marketing Methods 
Workbook: You'll receive a 
Marketing Methods' Workbook de-
signed to help you easily organize your 
marketing effort and avoid haphazard 
marketing. You'll complete 
the workbook in the 
session and leave 
with a plan of 
action. 
,.. 
Barbara Lambesis, Presenter 
Barbara Lambesis is the founder of 
Marketing Methods, a Phoenix based 
marketing company that developed the 
Marketing Methods system. The com-
pany provides low cost products and 
services to small 
and emerging 
business. Ms. 
Lambesis is a 
popular lecturer, 
a columnist for a 
national business 
magazine, and 
author of "101 
Big ldeas.H 
0 YES! Please reserve place(s~ for my b.ustness. r 
nd information about purchastng matenals sepa. at ely. 0 1 can't attend, please se 
Name: 
Business: ----------------------------~P~h_o_n_e_: __________________ _ 
Address:------------:---_-_-____ z,·p ·. ______ _ -----------:-~State: City: Location desired:----- A.M. or P.M. 
0 Check enclosed tor $ 0 VISA 0 MasterCard Credit Card # Exp. Date: 
I authorize the use of my credit card. Signature: 
i 
Continued on page 30 
Produced by: 
Co-sponsored by 
Inland Emplr• 
Busln••• Journal 
FIRST TIME PRESENTED 
IN THE INLAND EMPIRE 
Seminar Schedule 
October 30, 1989 
0 8-11:30 a.m. Holiday Inn, Victorville 
0 1:30-5 p.m. Holiday Inn, Victorville 
October 31, 1989 
0 8-11 :30 a.m. Holiday Inn, Ontario 
0 1:30-5 p.m. Holiday Inn, Ontario 
November 1, 1989 
0 8-11 :30 a.m. Maruko Hotel, San Brdo 
0 1 :30-5 p.m. Maruko Hotel, San Brdo 
November 2, 1989 
0 8-11 :30 a.m. Days Inn, Riverside 
0 1 :30-5 p.m. Days Inn, Riverside 
November 3, 1989 
0 8-11 :30 a.m. Marquis Hotel, Palm Spgs 
0 1:30-5 p.m. Marquis Hotel, Palm Spgs 
TO REGISTER 
Mail Registration To: 
Business Marketing Systems, Inc. 
1 0241 Country Club Dr., Suite E 
Mira Lorna, CA 91752 
Fax Credit Card To: (714) 681·1553 
Register By Telephone: (714) 36Q-1601 
Advanced registration 
is recommended 
since seating is 
limited. 
Registration 
at the door will 
be taken on a 
seat-available 
basis only. 
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Small 
Businesses: 
Promoting Your 
Business On A 
Small Budget 
By Susan Vander Poe/ 
Starting a company on a shoe string and 
keeping it going with limited funds is a feat 
most small or emerging business owners face 
when developing a company. 
Usually only a few dollars can be allo-
cated fQT marketing and promotion, which 
makes hiring a professional marketing, ad-
vertising or public relations agency out of the 
question for most business owners. 
"There is a tremendous need for marketing 
and promotion services for small and start-up 
companies," according to international 
authority and consultant on marketing, 
Barbara Lambesis. "However, traditional top-
quality services provided by agencies are just 
beyond the reach of most new or small 
business owners. Small businesses have been 
left to fend for themselves." 
Lambesis, author of a newly released book 
101 Big Ideas for Promoting a Business on a 
Small Budget, and who has 18 years of 
experience in marketing and advertising, cites 
tht: Jack of a strong marketing strategy as one of 
the reasons most new businesses fail. 
" Without a strong marketing program and 
appropriate promotional activities, a business 
will not generate sales," said Lambesis. 
"Without sales, an owner will not have a 
business. That's why every business owner, no 
matter how small the business, should set aside 
some resources of time, energy and money for 
promoting their enterprise." 
She added, " Many businesses practice what 
I call 'haphazard marketing.' They get around 
to doing it when sales are down." 
When speaking to groups in Canada and the 
United States, Lambesis stresses that com-
panies don't have to be big to be successful 
What most of them need are a few simple 
marketing ideas. 
• First, you have a better chance of in-
creasing sales if you develop a marketing 
strategy and then allow time for it to 
work. 
• Second, develop a budget you can afford. 
• Third, expect to spend at least 15-20 
percent of gross receipts on marketing 
and advertising at the outset and 5-10 
percent once sales are established. 
• Fourth, promote benefits of the product 
or service, not its features. People buy 
benefits and solutions to problems, not 
goods and services. 
• Fifth, create a slogan of 10 words or less 
to describe your business and use that 
slogan in all advertising you do. 
Lambesis stated that the key to successful 
marketing is commitment, planning, invest-
ment and consistency. 
Be committed. Marketing is a business 
function that you must manage just like you 
manage the other aspects of your business. 
Develop a plan that helps you avoid hap-
hazard marketing and gives you a road map to 
follow. 
Look at marketing as an investment: budget 
money, budget time and give it time to ':ork. 
Be consistant with both your promotional 
messages and methods. 
Entrepreneur-author, Lambesis, who heads 
her own consulting finn, Marketing Methods, 
of Phoenix, Arizona, will soon be sharing her 
expertise with Inland Empire business and 
professional people at a week-long series of 
half-day seminars. 
Fran Fowler, veteran Southern California 
public relations practitioner and president of 
Business Marketing Systems, Inc. (BMS), of 
Mira Lorna, has announced that BMS will 
sponsor Lambesis twice daily with 3~ hour, 
$98 seminars at the Holiday Inn, Victorville, 
October 30th; Holiday Inn, Ontario, October 
31 st; Maruko Hotel, San Bernardino, 
November 1st; Days Inn, Riverside, 
November 2nd; and Marquis Hotel, Palm 
Springs, November 3rd For further infor-
mation, Fowler invites readers to call 
(714) 360-1601. 
"Many experts think the future of business 
is America is not among major corporations, 
but with the thousands of small and emerging 
businesses springing up everywhere," Fowler 
stated "With an effective marketing program, 
small businesses will prove those experts right 
and Lambesis is just the pro to tell us how to do 
it effectively on a small budget" 
Susan Vander Poel is an account executive 
and marketing consultant with BMS, Inc., 
10241 Country Club Drive, Suite E, Mira 
Lorna, CA 91752, (714) 360-1601. 
Export Finance 
Group Assures 
Success In 
Foreign Markets 
With the low value of the U.S. dollar, many 
companies are finding themselves deluged 
with foreign orders. Solicited or unsolicited, 
these orders have the potential of greatly 
increasing the overall sales volume of a firm. 
Too many companies, however, without ac-
cess to financing, are turning these sales away. 
World Trade Finance Inc., (WTF) a newly 
formed fmance group, provides the necessary 
financing to companies in support of their 
export sales. 
"Too many companies are passing up good 
export opportunities because of a perceived 
lack of financing. " Says Tom Hodge, Market-
ing Director for WTF. "It's our job to provide 
the financing using whatever resources we 
can." 
By using existing state and federal export 
loan guarantees, WTF can disburse funds 
quickly to a company to fill an export order. 
Whether working capital is needed to 
finance the cost of raw materials and compo-
nents, or a foreign buyer is demanding 60, 90, 
or 180 day credit terms - WTF can help. 
WTF goes one step further! Drawing from a 
wide range of in-house experience, WTF, in 
addition to providing export financing, can 
assist a company with other aspects of an 
export sale. By taking an active role in the 
transaction, WTF can assist in establishing 
the terms of the sale and in providing the 
necessary tools for securing the foreign risk -
MAKING SURE THE EXPORTER GETS 
PAID! 
Middle Market. .. 
Continued from page 29 
may be based on an earnings multiple that 
bears no relationship to the collateral value of 
the assets, and, therefore, the assets' liquida-
tion value is simply not high enough to support 
the needed debt 
October 30 - November 27, 1989 
You should understand why the gap exists 
and assess your transaction accordingly. The 
risk your lender sees is a risk that you, the 
buyer, need to face squarely. If the gap is a 
collateral issue, and the cash flow and earnings 
are present, the deal is still potentially "double." 
action and be a real contributor to the 
management team. 
In summary, if your transaction looks as if it 
will work from a cash-flow standpoint, there is 
a good chance you will fmd financing at some 
price! 
Using Alternative Markets to Close the Gap 
If additional seller financing cannot help close 
the gap, other markets can be pursued. There are 
several possibilities to investigate. 
• Outside equity investment could be 
sought from private investors in the form 
of convertible debt or equity to complete 
the transaction. 
• A venture capitalist might also make a 
equity investment The economic cost 
of such capital, however, might be high. 
A venture capitalist may command a 
significant ownership percentage imme-
diately or on a delayed basis through 
stock purchase warrants. These arrange-
ments can be quite complicated and 
expensive and have significant ramifi-
cations. On the other hand, a good 
equity partner should bring manage-
ment or fmancing expertise to the trans-
END 
FOR RENT 
This Space As Low As 
$78.15 Per Month 
12 Month Lease 
Call JEFF 
(714) 556-4917 
AD DEADLINE 
FOR NEXT ISSUE 
NOVEMBER 17, 1989 
FOR LEASE 
1,000-300,000 S.F. Heavy Industrial M2 Buildings- for lease-
overhead Cranes- Rail- Security .22¢ - .28¢ S.F., large outside 
Fenced areas. I 10/I 15 Fontana area Lionwood Construction. 
Call Mr. Chase (714) 395-0220. 
------------------------------------------------------------------------------------------------------------~ 
SAVE$$ 
RECHARGE LASER PRINTER & COPIER TONER 
CARTRIDGES- CANNON- HP- APPLE- QMS- CORONA 
AND MANY OTHERS 
$47- $57 
GOOD AS NEW- 100% GUARANTEED 
(714) 247-5726 
Save this Ad for $5 off your 1st Order. 
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BUSINESS SERVICES 
Home & Office Interiors 
(714) 981-7662 
T 
H ~ E space planning G EN • L I C 57 6 2 8 7 furnishings 
DIFFERENCE 1• window treatments 
surface treatments 
purchasing 
expediting 
installation supervision 
1182 North Padua Ave., Suite 15 · • 
WE CAN MAKE YOUR 
PHONES RING!! 
BUSINESS • CELLULAR 
• RELIABLE SAME DAY SERVICE • 
• AUTOMATIC ANSWERING MACHINES 
• FAX MACHINES • PAGERS •MILOG• 
~WE OFFER 
RENTAl. LEASE 
AND PURCHASE PROGRAMS 
" COME SEE OUR 
WORKING SHOWROOM 
AT 
ULTRA COMMUNICATION 
CENTER 
(714) 3 71-7 504 
SAI.£5 • SlRIIICE •IHSTAU.ATO. 
350 S MAPU. lNT (. COAOHA. CA. 11720 
Upland, CA 91786 
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F CUS ON REDLANDS 
Market N ight Boosts 
Business In Redlands 
Redlands has recently been very successful in generating local 
sales activity through the use of special events. One event in 
particular, the weekly Market Night, has had a significant 
impact on the City of Redlands. The event consists of a Certified 
Farmer's Market and assorted street vendors, and takes place 
from 6 to 9 p.m. every Thursday, on East State Street in 
downtown Redlands. 
In just over one year, Market Night has become a shopping 
habit for many residents and visitors. It has served to fill a void in 
the marketplace by providing local growers, business people and 
artisans a place to sell their goods In addition, merchants 
downtown who have extended their shopping hours to coincide 
with Market Night have increased sales up to 20% through "plus 
business," occurring between 5 and 9 p.m. 
Street sales activity is equally impressive. The five-block 
market grossed $203,978.47 in the period of July 21, 1988 
through July 13, 1989. Six Thursdays were "rained out" and the 
market was closed on Thanksgiving, providing a total of 135 
hours of operation. This brings the sales per hour figure to 
$1 ,510.95. 
Revenue for the city is obtained through space rentals (which 
otf<;et the costs of sponsoring the market), business permit fees 
and sales tax receipts. The market has also proven to be vehicle 
for business recruitment Several Market Night vendors have 
inquired about downtown vacancies. and one building has 
actually been leased as a result of Market Night participation. 
University of Redlands 
Growing Along With 
Inland Empire 
The University of Redlands is an 1ndependent, selective and 
comprehensive institution that has been serving the educational 
and cultural needs of the Inland Empire since its founding in 
1 907. The University of Redlands combines studies in the 
liberal arts and sciences with professional and pre-professional 
preparation in a variety of fields. . . 
Long recognized for the quality of its programs, the U mverstty 
has gained national recognition through its repea~ed ~~pear­
ances in rankings of the natiori's best colleges and umverstttes by 
U.S News and World Report magazine. It has appeared 
among the best institutions in its category in every year since the 
survey was initiated in 1983 by the magazine. . . 
Majors in 25 academic disciplines are offered, mcludmg pre-
• · 1 d'c1·ne communicative dis-professiOnal programs m aw, me 1 , . 
orders, business, accounting computer science and accountl.ng. 
The newest major offered at the University is Asian Studies, 
. . . 1 tries of the Pacific Rim play recogmzmg the tmportant ro e coun . 
. h b . J·•:cal and cultural affairs of our nation. The m t e usmess, po Iu . 
University's School of Music, one of the oldest m the West, 
offers professional majors at the bachelor's level i~ performance, 
composition, music education and musical studJes, ~s. well as 
. rf and compositiOn. The 
master's degree programs m pe ormance 
th R dl ds Symphony Orchestra campus serves as home to e e an 
I ts and performances each and presents some 200 cultura even 
year. 
For fully-employed adults, the University's Alfred North 
Whitehead Center for Lifelong Learning, founded in 1976, 
provides innovative courses and degree programs both on 
campus and at regional learning centers throughout Southern 
California. Undergraduate programs are offered in business and 
management (with a health care management option), infor-
mation systems and liberal studies. Master's degrees are offered 
in business administration (M.B.A.), education and human 
resource management. Other features of the Whitehead program 
include individualized research projects that enable students to 
tackle problems within their own organizations, an honors 
program and weekend courses on a variety of subjects that can 
serve as skill-builders in a particular field or help students 
complete admissions or graduation reqUirements. The White-
head Center also serves as host each year for the Distin-
guished Lecturer Series. which brings to campus a person 
eminent in his or her field to address the community and meet 
with faculty and students. 
Like the Inland Empire, the University of Redlands has grown 
in recent years, but it still retains the characteristics of a small, 
private mstitution. Currently, the residential student body 
enrollment is approaching 1,500 but the words of tts founders 
still ring true: to educate the heart as well as the mind. The 
University believes this can best be accomplished by offering 
quality instruction in a personalized way. 
Redlands Attracts 
New Business 
Long noted for it's historic homes, wide tree-lined streets and 
broad range of cultural activities, Redlands is coming into its 
own as a savy commercial center. 
Beginning with a major downtown revitalization project in 
1985. the primed pump has provtded over $23 million of pnvate 
investment in the Town Center area. Over 250,000 square feet 
of retail, commercial and professional space has been completed 
in the past 4 years. Five local companies have done major 
expansion projects and four new large companies have made 
Redlands their home. 
Klaussner Furniture, which located in Redlands in 1985, has 
more than tripled the size of their upholstered furniture manu-
facturing plant growing from 20 employees to 4 7 5. Plans are 
underway for building a second plant adjacent to the current 
facility. 
Environmental Systems Research Institute (E.S.R.I.) is an 
International company headquartered in Redlands. When their 
new building is completed later this year, the company will be 
using over 80,000 square feet for their growing employee base 
which currently numbers 300. 
La Z-Boy West increased their efficiency by adding an 
additional 25,000 square feet to their 150,000 foot chair factory. 
The stable work force of 285 is a long-standing and important 
part of Redlands economy. 
Southern California Gas Co. has merged their Eastern 
Division with the Inland Division which operates from the 
Division Headquarters in Redlands. The new division includes 
San Bernardino, Riverside, and Imperial counties with a 
customer base of over half a million meters. 
Aetna Life and Casualty opened their Commercial Insurance 
Division office in Redlands just one year ago. Their 160 
employees occupy a 35,000 square foot office in The Complex, 
Redlands' premier commercial growth area. 
Two other major employees have chosen Redlands for new 
facilities. 7-Up Bottling Company and Captive Plastics are 
completing plans for building, which will begin soon. Both have 
chosen freeway access sites in west Redlands. 
While Redlands is rightfully proud of its old status as a "City 
of Delightful Living," it is entering a new era of economic 
expansion. 
Seven W Enterprises 
Business .Park Offers 
Variety Of Business 
Situations 
Seven W. Enterprises, Inc. Business Park, situated in north-
east Redlands, is a mixed-use project offering leasable and build-
to-suite space. Current uses include research and development, 
office, warehousing and light manufacturing. 
Since its inception in 197 8, the Park has expanded from sixty 
six to ninety acres. The Park can accommodate small and large 
tenants through flexible space accommodations or built-to-suit 
construction. Growing and new companies can easily augment 
their space requirements in increments that will best serve their 
individual business operations. 
One tenant, Elise Sacane, owner of Hats and Veils by Elise, 
moved into the Seven W Business Park in November 1986. At 
that time she was working alone, with one sewing machine and 
hopes of expanding her business. Less than three years later, she 
has quadrupled her lease space and employs twenty people. Her 
product line has also grown, and now includes party hats and 
elegant capes in addition to the bridal veils and caps she 
originally produced. 
Other tenants at the Park have experienced similar growth on 
a larger scale. The Park's original anchor tenant, Highland 
Supply Corporation, began with approximately twenty em-
ployees. Today the firm employs ninety in an around-the-clock 
operation producing products for the floral industry worldwide. 
GTE California occupies three buildings in the Seven W 
Business Park and employs approximately 400 people at the 
three locations. Approximately 225 GTE employees work at 
the Customer Billing Center which handles billing inquiries from 
over one million customer accounts from Monrovia to the Salton 
Sea. The Billing Center opened in 1982 and IS a computerized 
office environment, utilizing state-of-the-art technology to 
provide customer service. 
Other GTE facilities at Seven W Business Park include GTE 
Network Service Center, Engineering and Administrative 
Support Services for cable work order activity. 
A community atmosphere prevails in the Park. Employees 
regularly use common areas which include 2.3 acres of park 
land. Over recent years the community spirit has led to inter-
company projects such as a park-wide Emergency Planning 
Program for earthquake preparedness. 
Other common resources offered by the Park include a 
security patrol on duty 24 hours a day, seven days a week as well 
as a completely fenced perimeter. Plans are underway to add 
additional pocket parks, walking paths and bike trails and other 
landscape projects to further enhance the Park's natural setting. 
Ground will soon be broken for two new buildings. 
When it comes to talking long distance, more and more 
Inland Empire businesses are talking with MCI.@ 
We provide a full range of long distance services including: 
PRISM PLUS;M Dial "1;' 800, Operator and Payphone services, 
MCI fax S M and MCI Card@ to meet the needs of any size business. 
Large or small. 
So call MCI today. 
We've shown many Inland Empire businesses how much 
better a long distance company can be. 
Let us show you. Call for a free consultation and analysis at 
820-0172 or dial toll-free 1-800-727-9624. 
Mc1® 
Let us show you: 
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